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Pinball Heavyweights and Video Dynamite 

To Debut in New Orleans...... Fg e Piel cigs dna Suara eee oe 
A springtime show is something this industry has 
wanted for a long time, and it appears as if all the 
manufacturers will be trying to outdo each other at the 
Amusement Operators Expo. 


Seminar Program........000seeeeeeeeneneesseeeee IY 
A capsule of some of what will be offered in the seminar 


program of the Amusement Operators Expo. Also 
included is what you should bring to the show. 


Some Random Thoughts about the 
Springtime Show ............200eeeeeeeeeeseeeess 29 


_ There are some vital concerns touching the industry, and 
they should be addressed at the show in New Orleans. 


Visitor's Guide. oo ik Seon shoe See ee ch ewe 


Especially for first time visitors to the city, this guide of 
where to go and what to see should prove indispensable. 


If Your Employees Tell You, ‘Don’t Worry, Boss,’ 
It's Time to Worry... 2.2... eee e eee eee eee eens DB 


Barry Fireman raises some questions about employee 
theft and your internal cash controls. 


When the Jolly Ox Moved In, 
No One Had to Move Out........0000eeeeeeeeeenas DA 


A New Orleans spotlight story of an arcade operation 
that proves shopping centers and amusement centers 
are not mutually exclusive. 


Analyzing Your Costs. .......20:00ee eee eee nen e ns JO 
Expo speaker, Charles C. Ross elaborates on a 


distasteful but necessary subject—how to determine 
what costs are necessary and which are not. 


From the Editor.........0.00ecceecunuancanes cate 
IANO os a es ee ae ee eee 
INGWIS ok ois hoe oR ae e Mea eee eae epee S 
Equipment Survey........0..000ceeneeeneeeenenees 
Music Programming........202000eseeeenues ee ee 
Technical TODICS soon < cies coc 2 ws 6 ons ee wie wee 
Critic's COrme@? is. o.é5 soak eo Fie see eee eae es 
Now Products: oo s.56 6 es re a ek es ee wee 
Classified soos ok he he Be ok Bee ee eee eee 
NGWS BHO. c.5 ok ae Sie Ne a Boo wees ee we wi 
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From the Editor 


A very special welcome goes out to the operators, distributors, and 
manufacturers who came from all parts of the United States to attend the 
first ever Amusement Operators Expo. 

After two long years of planning and preparation, I believe that we 
have succeeded in producing a trade show for the industry that is geared to 
the needs of today’s operator. So our warmest thanks and deepest 
appreciation is extended to you who have supported us with your 
confidence. By your participation in this first ever industry event, you have 
demonstrated your faith in our concept and your determination to better 
yourself and the industry. We are confident you will not only see a lot, but 
learn a lot also. 

The seminar portion of the show has received an overwhelming 
response and has contributed greatly to its success. The exhibit hall has 
been sold out completely, and the exhibitors represented here have gone 
out of their ways to display a wealth of new games, products, and services 
useful during the upcoming arcade season. 

To get the most out of the show, we urge our visitors to attend as 
many seminars as possible and spend as much time as possible evaluating 
all the new equipment. The seminar program is designed to expose you to 
fresh new ways of running your operation. The exhibits are there to enable 
you to preview and evaluate all the new games that are about to be 
released. 

We are delighted with your participation and support and wish you 
the best trade show ever. 

This show has been something new for us, of course. And comments 
we ve gotten about putting it on haven’t all been exactly complimentary 
either. But we are certainly heartened and encouraged by those of 
you—from all ranks within the industry—who have said that what we have 
tried here is something good for the industry. 

As someone told me recently, “It takes guts to do this because you’re 
leaving yourself open to criticism from unthinking parties.” 

It’s acomment we appreciated because it has not been an easy task 
for any of us. But I feel we have prevailed and, hopefully, the industry will 
be the better because of it. The criticism is to be expected whenever you try 
something that is new and right. 

Again, thank you for your support of the Amusement Operators Expo 
and our magazine. Our goal has always been—and will remain—to 
provide for the betterment of this industry. 


Ralph C. Lally Il 
Editor and Publisher 
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CINEMATRONICS HiNe 


1466 Pioneer Way °« E! Cajon, California 92020 
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[719] 990-2933 
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World’s Largest Distributor of Parts & 


Supplies to the Amusement & Vending Industries 


way icc O NOW SERVES YOU FROM 


&> DISTRIBUTION 
kare 
CENTERS = 
JN 


26 Madison Road 
Fairfield, NJ 07006 
Phone (201) 575-0515 


5584 E. imperial Hwy. 
South Gate, CA 90280 
Phone (213) 923-0381 


6685 Jimmy Carter Bivd. 
Norcross, GA 
Phone (404) 449-4212 


— Toll Free Order Service — 


ILLINOIS NEW JERSEY GEORGIA 
800-323-4030 800-526-2536 800-241-5974 
Except IL Except NJ Except GA 

CALIFORNIA TEXAS 
800-421-9731 800-527-9970 


800-442-7901 In TX 


800-352-2931 In CA 


A ypotin DEPENDABILITY SINCE 1940 


PLAY METER, April, 1980 


Mailbox .... 


An old timer 


As per your request in the 
December 15, 1979 issue of PLAY 
METER on old timers, I'd like to 
give you the name of Frank A. 
Toce, who is now 75 years old and 
is still operating. He started 
when he was a little boy, with his 
father. 


Walden Courville 
Melody Music Co. 
Lake Charles, Louisiana 


Another old timer 


In the “Mailbox” section of the 
December 15 issue there was a 
letter about the “Old Timers”. 
I'm writing to you about my 
husband, who started in the coin 
machine business in 1936. He 
worked as a serviceman until 
1958, when we started our own 
business. 

He was born in April of 1906, 
so he will be 74 this coming April. 
He is still active in the business 
and runs his own service calls. 
We don't have too many loca- 
tions, and since he has diabetes 
now, he has slowed up some, but 
he works every day with no idea 
of “retiring.” 


Mrs. Roy (Alice H.) Fruit 
A and R Entertainment 
Decatur, Illinois 


Library info 


The Jukebox Issue we recently 
received was well done as 
always; however, I was disap- 
pointed to find that in both in 
depth articles nothing was writ- 
ten about record libraries. 

Record Libraries always have 
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been an important part of a 
jukebox route but should be 
extra important in these times of 
inflation. If all operators could do 
a good job of finding requests we 
could cut down on costs by not 
buying so many new records that 
won't play anyhow. 

In our particular case, we 
inherited a huge library, but we 
aren't using it efficiently. The 
system used is following the 
trade services publications—one 
can look up the title or artist 
alphabetically in the book. 

There are many problems with 


this system, one being that a 
record may only appear in a book 
for two months, so to find a 
particular song, one must look 
through many books. 

Only our large major labels like 
Columbia, Capital, MCA, RCA 
etc. are filed alphabetically with 
sub sections for known artists. It 
is very difficult to work with and 
I am in great need of ways to 
improve our system. 


Fran Lange 
Action Amusement, Inc. 
Klamath Falls, Oregon 


Very Special Prices 


for Very Special 
Gsed Equipment 


Solid State Pinballs 
Bally 


Night Rider 

Evel Knieval 
Power Play 

Eight Ball 

Mata Hari 

Black Jack 
Strikes & Spares 
Lost World 


Charlie’s Angels 
| Solar Ride 


Cocktail Tables 


€rcade Equipment 


U.S. BILLIARDS Shark 

FUN GAMES Tank 

FUN GAMES BiPlane 
MEADOWS Drop Zone 4 
ATARI Jet Pilot 

MEADOWS Bombs Away 
AMERICOIN Junkyard 
GREMLIN Blockade 

SEGA Road Race 

SEGA Fonz 

MEADOWS Laser Command 
PSE Bazooka 

MIDWAY Gunfight 
AMERICOIN Dozer 

EXIDY Circus 

ATARI Breakout 

MIDWAY Seawolf 
VECTORBEAM Speed Freak 
VECTORBEAM Warrior 
CINEMATRONICS Tail Gunner 


Tic Tac Quiz 

Hearts & Spades [Pinball] 
Disco [Pinball] 

Video 5 Plus 2 

Fun Four 


Complete game room outfitters. Call us collect for special 
prices on any new or used equipment. 


ADVANCE DISTRIBCTING COMPANY, INC. 


2820 North Grand Boulevard 


e St. Louis, Missouri 63107 


314-652-1600 


The Banner Professionals 
are your greatest value. 


dinda CMdour 


Let the Banner Professionals work for you. Banner offers 
quality games, music and vending equipment and Banner 
continues to work for you after the sale with fast, superior 
service. That’s why the Banner Professionals are your 
greatest value. Better Buy Banner. 


CJ BANNER 


Baltimore Pittsburgh Philadelphia toll free, PA toll free, NJ/DE __ toll free,VA 
(301) 944-5060 (412) 782-0800 (215) 236-5000 800-822-3788 800-523-3888 800-638-3818 
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Spring Show Preview: 


Pinball heavyweights 


and video dynamite 
to debut in New Orleans 


By David Pierson 


Besides the 24 operator semi- 
nars and besides the peculiar charm 
of the city of New Orleans—there is 
something else that makes the 
Amusement Operators Expo all the 
more atractive to exhibitors and 
convention goers alike. And that is 
the show’s timing. | 

Because of it, we can probably 
expect to see an unusual number of 
heavyweight games at the March 
20—22 exhibition in New Orleans. 

The reason is this: game manu- 
facturers in particular contend the 
industry has long needed a show in 
the spring to coincide with the 
industry’s peak buying season. 

A careful study of when the year’s 
best games are produced seems to 
bear out this contention. For, al- 
though a fair number of new game 
heavyweights are introduced during 
the fall and winter months, an even 
larger number of them make their 
opening bows during the spring 
months. 

Consider as evidence PLAY 
METER’s annual operators survey, 
which determines the top twenty 
pinballs and top twenty videos of the 
year. PLAY METER‘s top twenty 
games in both categories, because of 
the wide sampling, generally are 
regarded by the industry as a whole 
as the year’s “winners”. 

Now, considering the production 
start-up dates for these winners, we 
find that the game manufacturers’ 
contention for a spring show is well- 
founded. For, in fact, a near 
majority of these games are released 
in the spring. 


Here is the evidence, the tabula- 


tion of how many of those forty 
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game models (twenty pinballs and 
twenty videos) were released each 
month: 


January — 4 


February — 4 
March — 5 
April — 3 

May — 3 

June — 9 

July — O 
August — 2 
September — 4 
October — 1 


November — 1 
December — 4 


In the four months from Novem- 
ber through February where the 
timing of the AMOA Show is best for 
the game, thirteen winners started 
their production runs. But, in the 
following four months, from March 
through June, where a spring show 
would be the best timing for the 
game, twenty winners (or exactly 
one-half of all the year’s winners) 
started their production runs. In 
other words, inside of a four-month 
period last year, this industry pro- 
duced fifty percent of all its winning 
games, and that period was in the 
spring. 

For the record, the slow months of 
July through October showed only 
seven winners. 

In the area of pinball, eight of the 
top twenty games started their 
production runs during the AMOA 
prime time months, and nine of the 
pins started their production runs 
during the next four-month period. 
But in the video game category, 
where the new game releases are 


probably more critical because of the 
greater chances of copying, only five 
of the top twenty games were 
produced during the four-month 
AMOA show time slot. By contrast, 
eleven of the twenty were produced 
in the next four-month time slot. 

Why all this concern with timing? 
What does it mean to the convention 
goer? What does it mean to the 
operator who is in the market for new 
games? 

It means manufacturers will have 
fewer tricks up their sleeves because 
there won’t be a great concern with 
other manufacturers ripping off their 
games before they produce them 
themselves. 

In an interview in the January 
issue of PLAY METER, Ralph C. 
Lally II, editor and publisher of 
PLAY METER and the sponsor of 
the AOE Show, said that he felt a 
spring date for an industry show was 
essential because “we’ve found that 
game manufacturers are hesitant to 
release new pieces at the AMOA 
Show in November, knowing that 
they will not be fully geared up to 
start selling those games until the 
early spring. And the reason for their 
hesitancy is that if they premier a 
good game at the AMOA Shov, it 
gives their competitors about three or 
four months lead time to copy the 
new game. So, by the time the peak 
buying season hits, their competitors 
will be in an excellent position to steal 
their thunder and capture a sub- 
stantial part of the market for that 
piece.” 

Lally’s comments were borne out 
almost immediately. When American 
visitors attended the IMA Show in 
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Frankfurt, West Germany and the 
ATE Show in London, England, late 
in January, they found about fifteen 
versions of a new video game that 
had been well-received at the AMOA 
Show. The game, Galaxians, which 
was designed by Namco of Japan 
and licensed to Midway, was a big 
attraction at the November show— 
apparently not only to the distributors 
and operators there but also to some 
copycat manufacturers who wasted 
no time in manufacturing the game 
many had tabbed as the successor to 
Space Invaders. 

By contrast, it should be pointed 
out that Space Invaders, which has 
proved to be an enigma in more 
ways than one, is a puzzle in this 
regard, as well. Space Invaders did 
not make a big splash at the AMOA 
Show. In fact, it was overlooked by 
many. Much of the attention was 
focused instead on the likes of Atari’s 
Football and Exidy’s Star Fire—two 
solid games in their own right. But 
why was Space Invaders over- 
looked? One reason seems to be that 
the great glut of new games at the 
AMOA Show helped obscure such a 
simple winning design. 

And this suggests an interesting 
ploy which manufacturers may be 
starting to use to insure the exclu- 
sivity of their new games. It appears 
manufacturers may be trying to hide 
the winning games in their stables by 
surrounding them with several shill 
games which may or may not be 
manufactured or which may or may 
not be successful on location. In this 
way, by presenting a sheer gorge of 
new games at the earlier show, they 
can distract the attention of copycat 
manufacturers and keep to them- 
selves their prized video possessions 
until they are ready to release them. 
And, in the meantime, they can give 
sneak previews for those few industry 
insiders. 

If this theory is true—and, admit- 
tedly, it is all conjecture—then it 
follows that if the lead time is stripped 
away, manufacturers will not have to 
resort to such ploys for a show in the 
spring. The really big one won't be 
hidden behind a curtain or up in an 
exclusive hospitality suite. Instead, 

it’ll be right there on the floor. 

That means it'll be easier for the 
convention goers because there 
won't be as many blind games to sift 
through, and with all those no-count 
games out of the way, only the real 
winners will be left. 

So, with that short scenario of the 
manufacturers’ chess game behind 
us, what can we expect to see at the 
AOE March 20—22? 

In the pinball department, we can 
expect to see the heavyweights put- 
ting out some heavyweight pinballs. 

And, speaking of heavyweights, 
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Stern Electronics will be previewing 
its latest about boxing’s greatest— 
Ali. It's a conventionally-sized pin 
that should attract a fair share of 
quarters simply because of the name 
and face recognition of the sports 
world’s most famous figure. Also, 
two other pins, which were pre- 
viewed at the AMOA Show and are 
now in full production—Big Game 
(Stern’s wide body) and Galaxy (a 
conventionally-sized pin) —will be on 
display. 

From Bally, there will be the 
conventionally-sized pin Silverball 
Mania, of course, and the company’s 
next conventionally-sized pin about 
some heavyweight entertainers. 

Also, the Bally people will be 
taking the wraps off their dynamite 
new wide body pin, Space Invaders. 
That’s right—the name that made a 
killing for you in the video games 
market now comes to pinball-land. 
And it'll be interesting to see how 
Bally incorporated the video game’s 
theme into a pinball game. 

From Williams, which is still 
turning out one hot game _ after 
another, there’ll be the wide body 
Laser Ball on display, but also a 
conventionally-sized pin which many 
Williams people think will be the 
Flash of 1980. It’s Firepower, a 
captive ball game that features multi- 
player and multi-ball capabilities. 

And_ Gottlieb, which will be 
showing off its new System 80 
concept with Spider Man (a conven- 
tionally-sized pin), will also be 
exhibiting a new wide body game, 
Circus. To date, the Northlake, 
Illinois manufacturer is keeping close 
counsel about this one. 

And, finally, Game Plan, which 
made its mark with Sharpshooter, 
will still be showing its Coney Island 
upright pin, its Vegas sitdown—and 
a new upright called Super Nova. So 
it looks as if, after a few quiet 
months, the pinball manufacturers 
will be busting loose with some really 
hot items. 

In the video department, Midway 
will be showing both Deluxe Space 
Invaders and Galaxians in upright 
and cocktail models, as well as Super 
Speed Race, Submarine, Phantom, 
18-Wheeler, and a couple of sur- 
prises, including possibly a sports 
attraction game. 

Exidy, which purchased Cinema- 
tronics’ subsidiary, Vectorbeam, a 
few months back, will be showing its 
Tailgunner 2 sitdown game and the 
ever-popular Star Fire, along with 
Fire One, Side Trak, and Bandito. 

Universal USA has been making 
a big splash in the United States in 
recent months, and it intends to 
maintain that posture by showing 
both upright and cocktail versions of 
Galaxy Wars, Cosmic Guerilla, and 


Cosmic Alien. The company will also 
be showing its sitdown driving game, 
Getaway. 

Taito, which in the past had 
attracted enough attention to itself 
with Space Invaders and which most 
recently generated even more inter- 
est by opening a U.S. plant, will be 
showing a new space-type piece that 
a company spokesman says is not 
anything like Space Invaders—as far 
as the game theme, that is. 

Also, Taito can be counted on to 
introduce a new video gun piece and 
a new cocktail table model. Of 
course, Space Chaser will be there in 
both upright and cocktail versions as 
well as Field Goal, a football game, in 
both configurations and a Space 
Invaders in a color cocktail version. 

Gremlin will be featuring its Dual 
game concept with game programs 
of Head-On, Invinco, and Deep 
Scan. The San Diego-based com- 
pany also will be featuring new 
cocktail tables in Dual and slim-line 
configurations. Monaco GP may be 
there, a company official reported, 
and a couple other new games. 

IJS, the exclusive importers of 
Nichibutsu products from Japan, will 
be showing four videos— Two in One 
Rolling Crash, Moon Alien, Moon 
Base, and Phase II. 

In the Cinematronics booth you 
can expect to see Tailgunner, of 
course. But, also, Cinematronics’ 
officials promise a delightful new 
game surprise which they are 
keeping especially mum about. 

Game-a-Tron will be showing four 
upright gaming video games— Space 
Zap, Thorobred, Draw Poker, and 
Stud Poker. 

And Allied Leisure will be show- 
ing, in addition to its Clay Shoot ar- 
cade game, an updated version of 
Space Bug, and possibly another 
video piece. Also, possibly, the firm 
will be ready to show a special 
electro-mechanical arcade game 
relating to sports. 

Other game manufacturers will 
include DUSA, which will be show- 
ing its two-player arcade piece, Astro 
Ball; and Zamperla, which will be 
showing two strength testing mach- 
ines— Punch Ball and Bull Machine, 
as well as a coin-op helicopter ride. 

And so, the spring sweepstakes 
are upon us. 

The pinball majors are coming 
now with their big ones, and in 
videos, the manufacturers are keep- 
ing hush-hush, not wanting any- 
thing to jeopardize the timing the 
AOE Show is providing for them. 
But, for the visitor to the Amusement 
Operators Expo, it can mean only 
one thing. There will be a lot of 
heavyweight equipment making its 
first debut at the industry’s first spring 
show. 
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...lums 
Cosmic Energy 
Into Cash! 


© Wide-body pinball power 

e 4-player profit action 

e Extra flipper for extra scoring 
e Front-end programming ease 


Streak Through the Stars! 


Each top lane fires 1 or 2 stars! Light up the heavens for 1000 points 
and advance bonus! : 


Activate the “FORCE FIELD"! 


Blaze through the star-studded “FORCE FIELD”! Spot all 10 stars to 
light a “Laser Beam” for 10,000 points and energize throbbing 
intergalactic sounds that put a Laser Ball in your power! Make the 
“FORCE FIELD” 5 times and light extra ball target! Make it 6 times 
and light special target! 


Laser Beams Radiate High 
scoring Power! 


Drop L-A-S-E-R targets and build increasing value to 20,000 and 
possible extra ball and special! Drop B-A-L-L targets and score 
10,000 points for every ‘‘Laser Beam” lit! Advance the Bonus 
Multiplier with the super-charged hole kicker or by streaking through 
the target lane. Blast the “Laser Lane” spinners for 1000 points when 
lit! Then shoot across the playfield for the ‘Star Bonus Collector’ 
and score 1000 points for each “FORCE FIELD” star lit! 


Height: 69%” “Depth: 52” *Width (cabinet): 29” 
Width (backbox): 30%” Weight: 250 Ibs. 
Instruction manual in game. 


For the service back-up that keeps you out-front, 
call Williams toll-free at 800/621-4765. 
In Illinois, call toll-free at 800/972-7898. 


Hiliams ® 


ELECTRONICS, INC. 
An XCOR International Inc., Company 

3401 N. California Ave., Chicago, IL. 60618 

Cable Address: WILCOIN, CHICAGO 

AVAILABLE FOR IMMEDIATE DELIVERY 

THROUGH YOUR WILLIAMS DISTRIBUTOR 


Fairmont Hotel 
New Orleans, 
Louisiana 


March 20,21, 
and 22, 1980 


FLOOR PLAN 


LOUNGE AREA 


DAUPHINE ST. 
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ALL BOOTHS 8X 10 UNLESS 
OTHERWISE NOTED 


Amusement 
Operators Expo 
1980 


EXHIBITORS LIST 


ENTRANCE 


FREIGHT 
ELEVATOR 


Te) NV 


IMPERIAL BALLROOM INTERNATIONAL BALLROOM 


AMA DISTRIBUTORS, INC. ....... 117-118 Royal St. 
1711 St. Charles Avenue, New Orleans, LA 70130 
(504) 529-2315 


AMERICAN SHUFFLEBOARD CO., INC. 
Se ee eee ee re eee Care 158, 159 Dauphine St. 
210 Paterson Plank Road, Union City, NJ 07087 
(201) 8656633 


AMUSEMENT EMPORIUMINC....... 119 Decatur St. 
2075 S. Valentine Street, Denver, CO 80231 
(303) 751-4851 
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ALLIED LEISURE INDUSTRIES, INC. 
ss Soar abcd 49-5 0 Poydras St. and 5 9-60 Tulane Ave. 
945 W. 74th Place, Hialeah, FL 33014 
(305) 558-5 200; 800-327-5 830 


AMUSEMENT SUPPLY, INC..... 105St. Charles Ave. 
10911 Dennis Road, Suite 401, Dallas, TX 75229 
(214) 241-1430 


ANTIQUES INTERNATIONAL ......... 111 Royal St. 
P.O. Box 3785, Springfield, MA 01105 
(413) 733-0990 
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JOKERBALL 


THIS MACHINE IS 
LIKE HOLDING A 
ROYAL FLUSH... 
YOU CAN'T LOSE 
WITH THIS GREAT 
MONEY MAKER! 


This machine is available 
with Redeemable ticket or 
tokens and is multi-coin 
operated from 10 cents to 
25 cents. A colorful real fun 
machine loaded with action 
and excitement. Designed 
to encourage continuous 
play. Want a sure thing.... 
don’t delay — order now! 


WRITE TODAY OR 
CALL COLLECT... 


BETSON ENTERPRISES 
6 Empire Blvd., Moonachie, N.J. 07047 
201-440-2200 


PORTALE AUTOMATIC SALES 
1319 West Pico Blivd. 
Los Angeles, Calif. 90015 


other offices in San Francisco 


EMPIRE ..... 


PINBALLS FOR SALE 


Atari 
Airborne Avenger 


Bally 

6 Million Dollar Man 
8 Ball 

Evel Knievel 

Lost World 

Mata Hari 

Night Rider 

Playboy 

Strikes and Spares 
Supersonic 


Gottlieb 

Close Encounters 
Charlie’s Angels 
Dragon 

Joker Poker 


The End of the Runaround!!! 


Gottlieb 
Sinbad 
Solar Ride 


Stern 

Dracula 
Lectronamo 
Memory Lane 
Nugent 

Stars 

Trident 
Stingray 


Williams 
World Cup 


Game Plan (cocktail) 
Startrips 


PRICES ON REQUEST 


WHOLESALE PRICES AVAILABLE 
ON MULTIPLE GAME ORDERS 


EMPIRE DISTRIBUTING, INC. 
2828 N. Paulina Street 
Chicago, Illinois 60657 USA 
PHONE: (312) 871-7600 
TELEX: 25-4026 CABLE: EMPIRE-CHICAGO 
Branches: Livonia, Grand Rapids 
Green Bay, Indianapolis 


BALLY MANUFACTURING CORPORATION 
ee aeceee. ak tp 51-54 Poydras St. and 55-58 Tulane Ave. 
2640 West Balmont Avenue, Chicago, IL 60618 
(312) 267-6060 


CINEMATRONICS, INC. .......... 33-34 Poydras St. 
1466 Pioneer Way, Suite 6, El Cajon, CA 90404 
(714) 440-2933; 800-854-6577 


COFFEE-MAT CORPORATION, DIVISION OF 
FSF INDUSTRIES, INC. ............. 68 Bourbon St. 
2515S. 3lst Street, Kenilworth, NJ 07033 
(201) 241-8400 


COIN ACCEPTORS, INC. ........... 126 Decatur St. 
4946 Daggett Avenue, St. Louis, MO 63110 
(314) 664-5550 


D &RINDUSTRIES, INC. ....... 102 St. Charles Ave. 
7111N. Capitol Drive, Lincolnwood, IL 60645 
(312) 677-3200 


DUSA CORPORATION ............-.- 127 Decatur St. 
100 N. Winchester Blvd., San Jose, CA 95128 
(408) 984-7632 


DYNAMO CORPORATION ..... 142-144 Chartres St. 
1805S. Great Southwest Parkway 
Grand Prairie, TX 75051 
(214) 641-4286 


ELCON INDUSTRIES, INC. ............ 10 Canal St. 
2715Nakota, Royal Oak, MI 48073 
(313) 549-1140 


ELECTROPEDIC PRODUCTS, INC. 
bs cha lara es eas oa nu ae ee eaten at A 99 St. Charles Ave. 
2602 Electronic Lane, Suite 607, Dallas, TX 75220 
(241) 358-5551 


ENCYCLOPAEDIA BRITANNICA .... 94 Bourbon St. 
1937 Veterans Memorial Blvd., Suite 202 
Metairie, La 70005 
(504) 831-8141 

EXIDY, INC. 
eacelea aieaee 73 Tulane Ave. and 88-90 St. Charles Ave, 
299 Garcia Avenue, Mountain View, CA 94043 
(415) 968-7670 


GALAXY DESIGN COMPANY ....... 124 Decatur St. 
3064W. 12th Street, Box 395, Brooklyn, NY 11224 
(212) 946-2400 


GAME-A-TRON CORPORATION ...... 112 Royal St. 
931 W. Main Street, New Britain, CT 06051 
(203) 223-2760 or 223-2768 


GAME PLAN, INC. .............. 78-81 Tulane Ave. 
1515W. Fullerton, Addison, IL 60101 
(312) 628-8200 


D. GOTTLIEB & COMPANY ..... 133-137 Decatur St. 
165W. Lake Street, Northlake, IL 60164 
(312) 562-7400 


GREEN DUCK CORPORATION ...... 125 Decatur St. 
255 S. Elm Street, Hernando, MS 38632 
(601) 368-9033 


GREMLIN INDUSTRIES, INC. . 41, 42, 67 Bourbon St. 
8401 Aero Drive, San Diego, CA 92123 
(714) 277-8700 
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bes WINGS 6o.4655.0645%4R 04 eo maS Oe 122-123 Decatur 
C/O Fred Youngblood, 3100 Wingren, Irving, TX 7062 
(817) 921-6196 


.J-S SALES COMPANY, INC. 
bik area Shela aes 6 ae me wad aed seia 100-101 St. Charles Ave. 
24 S. Third Avenue, Mt. Vernon, NY 10550 
(212) 324-3830 


IRVING KAYE COMPANY, INC. ..... 76 Tulane Ave. 
48 Union Street, Stamford, CT 06906 
(203) 348-1800 


NIMC O 16 bre eecnd SSK a hee howe 149 Chartres St. 
P.O. Box 322, 6784 Hopkins Road, Mentor, OH 44060 
(216) 255-7757; 800-321-7056 


KURZ-KASCH ELECTRONIC DIVISION 
(ikaveReseh butted oetueelddews 82 St. Charles Ave. 
1501 Webster Street, Box 1246, Dayton, OH 45401 
(513) 223-8161 


MERIT INDUSTRIES, INC. ...... 138-139 Chartres St. 
630 Woodland Avenue, Cheltenham, PA 19012 
(215) 379-1000 


OBA: ING 2. 6603 shae dbbwee eas 120-121 Decatur St. 
2522 Irving Boulevard, Dallas, TX 75207 
(214) 630-8004 


PLAY METER MAGAZINE ...... 145-146 Chartres St. 


Box 24170, New Orleans, LA 70184; 
320 Old Hammond Highway, Metairie, LA 70005 
(504) 838-8025 or 838-8026 


READY LIFT COMPANY ........ 131-132 Decatur St. 


1040 Alameda, San Jose, CA 95126 
(408) 297-3030 


ROWE INTERNATIONAL, INC. .. 
75 Troy Hills Road, Whippany, NJ 07981 
(201) 887-0400 


DIRCOMA. pitches wcudeecews cerensae 1—4 Canal St. 


5 20 S. Rock Boulevard, Reno, NV 89502 
(702) 323-5 060 


SOUTHWEST VENDING SALES COMPANY 
39 — 6 Canal St. 
P.O. Box 25 006, Oklahoma City, OK 73125 

(405) 232-0253 


SPLIT/SECOND, INC. .......... 150-151 Chartres St. 
Box 40, Minneapolis, MN5 5 440 
(612) 788-9248 


STERN ELECTRONICS, INC. . 
1725 W. Diversey Parkway, Chicago, IL 60614 
(312) 935-4600 


SUMMIT SYSTEMS, INC. ......... 106-107 Royal St. 


7814 Burnet Avenue, Van Nuys, CA 91405 
(213) 787-7300 


TAITO AMERICA CORPORATION . 114-116 Royal St. 
125 6 Estes Avenue, Elk Grove Village, IL 60007 
(312) 981-1000 


TOMMY GATE MANUFACTURING COMPANY 


eee ee ee ee er ee er re ee 113 Royal St. 
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103 St. Charles Ave. 


. 84-87 St. Charles Ave. 


INFLATION FIGHTERS 


Limited Supply At These Prices 
New & In The Crates 
First Come — First Serve 


Bally Dolly Parton 

Bally Future Spa 

Bally Star Galaxy 

Cin. Tail Gunner 

Atari Asteroid 

Bally Silver Ball Mania 

Gottlieb Buck Rogers 

Bally Ground Shaker 

Gottlieb Roller Disco ; 
Midway Space Invader Dix............ 1618. 
Gottlieb Spiderman 


USED Space Invader Cocktail Tables (in 
color) 


Order As Many Machines As You Need! 
Terms: Certified funds prior to shipment. 
Shipment: Immediate — f.o.b. shipping point 


Many Reconditioned Games Available!! 
What do you need? 


AMUSEMENT SERVICE COMPANY, INC. 
1950 Howell Mill Road 
P. O. Box 19755 Station N 
Atlanta, Georgia 30325 
404/351-0414 or 1-800-241-1056 


Our UNIVERSAL-FOUR - 
coin chute — a Greenwallt! 1 design — 
lets you increase prices in 60 seconds 
from 25¢ to $1.00, without changing coin chutes. 


ALD INDUSTRIES 


Division of Walter Kidde & Company. inc 


1340 METROPOLITAN AVE., BROOKLYN, N.Y. 11237 « TEL. 212 456-6900 
TELEX: 1-2281 . CABLE ADDRESS: GREENCOINS NY 


Box 8, Bus Brown Drive, Woodbine, IA 51579 
(712) 647-2050 


TORNADO TABLE SOCCER, INC. . 29-30 Poydras St. 


5 204 Airport Freeway, Fort Worth, TX 76117 
(817) 831-2231 


TOURNAMENT SOCCER........ 74-75 Tulane Ave. 


7930 Occidental Avenue South, Seattle, WA 98108 
(206) 763-1211 


TWELVE SIGNS, INC. ......... 140-141 Chartres St. 
3369 S. Robertson Boulevard, Los Angeles, CA 90034 
(213) 553-8000 


UNITED BILLIARDS, INC. .......... 27-28 Canal St. 
5 1 Progress Street, Union, NJ 07083 
(201) 686-7030 


UNIVERSAL AMUSEMENT DISTRIBUTORS 


Oe re, pee ee eee ee ere 69 Bourbon St. 


2337 Philmont Road, Huntingdon, PA 19006 
(215) 947-4054 


UNIVERSAL U.S.A., INC. 

.15 2-15 4 Chartres St. and 15 5 -15 7 Dauphine St. 
Sunset-Vine Tower, Suite 1500, 6290 Sunset Boulevard 
Hollywood, CA 90028 
(213) 469-3541 


UNIVERSAL VISUAL AUDIOTRONICS 
CORPORATION ..........2 2025085 83 St. Charles Ave. 
604 Main Street, Davenport, IA 52801 
(319) 326-6467 


U.S: BILLIARDS ING iss sé cewr stot aces 7—9 Canal St. 
243 Dixon Avenue, Amityville, NY 11701 
(5 16) 842-4242 


THE VALLEY COMPANY 
ee ere ror 21-22 Canal and 35 -36 Poydras Sts. 
333 N. Morton Street, P.O. BOX 656 
Bay City, MI 48707 
(5 17) 892-45 36 


VAN BROOK OF LEXINGTON, INC. .. 32 Poydras St. 
P.O. Box 5044, Lexington, KY 40555 


(606) 255-5990 


WAITE MANUFACTURING, INC. 128-130 Decatur St. 
P.O. Box 738, 527 Industrial Park Road 
Brush, CO 80723 
(303) 842-5501 


WICO CORPORATION ............. 25-26 Canal St. 
6400 W. Gross Point Road, Niles, IL 60648 
(312) 647-7500 


WILDCAT CHEMICAL COMPANY. ...77 Tulane Ave. 
1349 E. Seminary Drive, Fort Worth, TX 76115 
(817) 924-8321 


WILLIAMS ELECTRONICS, INC. 
Sp usd re arte Gee 46-48 Poydras St. and 61-63 Tulane Ave. 
3401 N. California Avenue, Chicago, IL 60618 
(312) 267-2240 


ZAMPERLA- ING. 0.ésec cance ices dans 31 Poydras St. 
16 Edgeboro Road, East Brunswick, NJ 08816 
(201) 238-6280 


hE ZO/) 


L 


TOKENS e TOKENS e TOKENS 


(STOCK AND CUSTOM) 


FOR ALL MAKES OF GAMES, 
TURNSTILES & VENDING MACHINES 


PRIZE REDEMPTION & TRADE CHECKS 


CASINO SLOT & GAMING COINS 


Phone or write for catalog & samples 


VAN BROOK OF LEXINGTON, INC. 
P.O. BOX 5044, LEXINGTON, KY. 40555 


(606) 255-5990 


Copyright © All Rights Reserved 
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Seminar Program 


(What to bring and what to expect) 


By Vicki Darlington 


It’s the feeling of many industry 
people that the Amusement Opera- 
tors Expo’s time has come. The 
AOE, which is set for the Fairmont 
Hotel in New Orleans March 20-22, 
is an event this industry has long 
needed to complement its present 
show setup. 

The industry’s only other show in 
the United States (the AMOA Show 
in Chicago) has been described by 
exhibitors and attendees alike as a 
show for distributors and manufac- 
turers, a show that focuses almost 
exclusively on the exhibits. 3 

The AOE, on the other hand, has 
been building a show for the third 
segment of the industry—the oper- 
tors. The AOE’s plan is to bring 
operators together for three days of 
idea sharing, information gathering, 
and new product buying. And that is 
an ambitious attempt for this 
industry. 

What follows is a short description 
of many of those seminars so that 
you ll know what to bring and what 
to expect. 


Mini-Tour and Foosball Promotions 


‘The reason operators should put 
on tournaments is so they can make 
money, not just try to be a nice guy. 
I've seen it from both ends—I’m a 
player and I’m involved in the 
business end, too.” 

Joe McCarthy, president of M&M 
Distributing Company in St. Louis, 
knows whereof he speaks—he’s put 
on many tournaments and deter- 
mined them to be a profitable source 
of revenue. 

In “The Mini-Tour and General 
Foosball Promotions”, which will be 
held on March 20 beginning at 10 
a.m. and running until 11:30 a.m., 
McCarthy will discuss the framework 
for setting up ‘leagues—how to run 
tournaments to make them success- 
ful. Increasing business opportunities 
is the bottom line of the course, and 
all aspects of foosball promotion— 
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which includes how to schedule, 
promote, and conduct the event— 
are covered with profitability in mind. 

Handouts will include a brochure 
on how to promote a tournament, 
courtesy of Tournament Soccer, 
amateur program information from 
Tornado, and an outline of the 
course. 

McCarthy, who also resides in St. 
Louis, Missouri, is president of the 
company he formed in 1975. 


It's Time for Schooling 


Are your employees good? Are 
they honest? Do they need more 
training? 

Art Seglin, an instructor in vend- 
ing machine repair for the Hudson 
County Area Vocational-Technical 
School will examine these and other 
questions along with operators who 
attend his class on “It’s Time for 
Schooling” set for Thursday 
morning, March 20, from 10 a.m. 
until 11:30 a.m. 

The class is designed to teach 
operators proper personnel evalua- 
tion techniques. For instance, at class 
beginning operators will be asked to 
rate two of their employees—one as 
a collector and one as a mechanic. 
After that is completed, a following 
sheet will be handed out which will 
require rating of the same two 
employees according to Seglin’s 
evaluation techniques. A comparison 
of the two sheets may surprise some 
attendees. 

Sources of new personnel, wage 
scales, training requirements, and 
other facets of personnel problems 
also will be covered. And training 
facilities available that operators may 
be unaware of will be noted, as well 


as utilization of good training 
techniques. 
A description of the “ideal” 


training situation will end the class. 
Seglin, a resident of Maplewood, 
New Jersey, will hand out a 
self-designed pamphlet to follow the 
lecture and worksheets. A pencil or 


ballpoint pen are the only utensils 
operators need bring. 


Starting and Managing the Arcade 


Finding a location for an arcade is 
only one step in the process. 
Knowing how to put it all together 
and finding professional manage- 
ment after it’s open, among other 
things, are equally important. 

Ted Olson, president of Time- 
Zone, a division of Aladdin’s Castle, 
will give the straight dope on “Start- 
ing and Managing an Arcade” on 
Thursday, March 20 beginning at 2 
p.m. and running until 3:30 p.m. 

The best location must be 
evaluated by many factors: the 
economic makeup of the area 
around it, demographics, kind of 
ethnic mix, cost, if it’s in a shopping 
center and other considerations if it’s 
not located in a shopping center. 

What it all probably boils down to 
is this, Olson noted: “Don’t open up 
across from a church.” 

The omnipresent landlord also 
must be dealt with. Price must be 
negotiated in terms of the contract 
and, before you sign a lease, check 
with the city on licensing require- 
ments might be in order. Is there any 
kind of variance that must be gone 
through? Construction work, too, 
must be considered—carpet, graph- 
ics, paint, partitions, etc. 

Cash controls must also be 
observed. And, should you use 
money or tokens or both? Locating a 
manager also can be tough—but 
Olson has some helpful guidelines in 
his Thursday seminar. 

An outline of the course, which 
will follow the lecture, will be handed 
out. No supplies are needed, 
although the Time-Zone executive 
requests that attendees bring “lots of 
questions.” 

Olson, who resides and works in 
San Jose, California, has a_ back- 
ground in finance, although he has 
been active in the coin-op industry 
for eight years. 


ig 


Joe McCarthy 


Running a Pool League 


“It’s just phenomenal what it’s 
done for us,” Dick Hawkins, instruc- 
tor in the Thursday, March 20 
session 203, ‘How You Can Benefit 
from a Pool League”, told PLAY 
METER recently. 

Five years ago, Hawkins started 
with one league with six teams, five 
men on each team. Today, in 1980, 
his operation features 5,000 people 
in men’s teams, women’s teams and 
mixed doubles. “And it’s helped the 
relationship between us and our 
customers,” Hawkins added. 

Hawkins, who is president of D&R 
Star in Rochester, Minnesota, report- 
ed that his firm has purchased a lot of 
location tables back from his custom- 
ers, installed its own equipment, and 
them put leagues in. “It puts dollars 
in their tills. On Monday, Tuesday, 
and Wednesday nights, which are 
normally slow, we come in and make 
it one of their better nights by 
organizing leagues,” he said. 

“For example, take a bowling 
alley. Take the league play out of the 
bowling alley and what sort of an 


alley would it be? Not much,” 
Hawkins noted. 
‘Pool leagues, however, bring 


people out on _ weeknights for 
organized play. At $2.50 per player 
—shoot for three hours, fifteen 
games that last two and a half to 
three hours, all he _ receives is 
additional play. The tavern owner 
receives additional beverage sales. 
The player is playing for his own 
money on a per point basis. If he 
earns 500 points throughout the 
season—worth 25 cents a point— 
then his prize money is $125. 
“Many operators say ‘Gee, I just 
don’t have the time to spend on the 
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Bill Arkush 


streets.’ It’s going to take a lot of hard 
work to implement,” Hawkins said. 
But apparently it pays off—in hard 
cash. 

Sample score sheets, league rules, 
patches from the BCA and D&R Star 
Pool League will be shown. No 
special supplies are needed. 

Hawkins has operated D&KR Star 
since 1963. 


New Equipment Purchasing 


“New Equipment Purchasing for 
the 1980s”, session 301 which is set 
for Friday, March 21, 10-11:30 
a.m., will be taught by Fred Skor, 
vice president, World Wide Distribu- 
tors. 

Faced with the stark realities of 
rising costs, the owner/operator 
must become familiar with the 
various factors leading to a wise 
purchasing decision. 

Skor, who has been with World 
Wide Distributors for thirty years, will 
examine these factors with an eye 
toward selectivity, reliability, and 
supplier analysis. 

Skor, a Northbrook, Illinois, resi- 
dent, works in Chicago. 


Shopping Centers, Arcade Leasing 
Intemal Cash Controls 


“I started in business in shopping 
centers and I’ve been involved in 
shopping centers with almost every 
project since then, so I’ve had to be 
very familiar with establishing them,” 
Jon Daugherty, president of LeMans 
Developmenty Corporation, repor- 
ted recently. 


Millie McCarthy 


He will share the knowledge he’s 
gleaned on Saturday, March 22, 
beginning at 2 p.m. and running until 
3:30 p.m. at session 603, “Shopping 
Centers and Arcade Leasing’. A host 
of national arcade company execu- 
tives and shopping center developers 
also will be on hand to augment his 
considerable expertise. 

The shopping center is recognized 
as one of the prime factors in the 
growth of the amusement industry. 
This session will discuss the factors in 
finding and selecting locations within 
a shopping center, negotiating 
leases, and analyzing the costs 
involved. 

Daugherty, who charts nine years 
in the industry, acts as a consultant in 
the construction of amusement ar- 
cades in shopping centers. 

No special supplies are needed. 
Brochures will be distributed. 


In a second seminar, Daugherty 
will bring together a panel for a 
discussion of “Internal Cash Controls 
and the Absentee Owner”. 

This session will take place Friday, 
March 21 from 10-11:30 a.m. 

Panel members will speak from 
various areas of expertise —including 
token oeprations, electronic metering 
systems, locked and sealed boxes, 
and polygraph testing. 


Basic controls in business practice, 
such as reporting procedures, meter 
readings, etc., also will be touched 
on. 

Although participating companies 
will supply brochures, no_ special 
supplies need be brought. 

Daugherty, who has been in the 
amusement arcade business for nine 
years, started out building big amuse- 
ment centers in shopping centers all 
around the country. 


PLAY METER, April, 1980 


Jon Daugherty 


Daugherty, a consultant in the 
construction of amusement arcades 
in shopping centers all around the 
country, had to learn good internal 
cash controls, which he’ll share with 
those attending session 302. 


National Promotion 


“We're talking about promo- 
tions, a common _ denominator,” 
Millie McCarthy, president of the 
New York State Coin Machine Asso- 
ciation, declared recently. 

“In fact, I think it’s one area of 
business where we can all get along, 
from the player to the manufacturer. 
The bottom line here, of course, is 
profit, and for that reason, from 
location owner to manufacturer, it 
should be a common bond,” she 
added. 

Session 303, “National Promotion 
—The Common Denominator”, sla- 
ted for Friday, March 21, beginning 
at 10 a.m. and running until 11:30 
a.m., will feature a panel of 
promotion experts who will discuss 
the key points necessary in initiating 
a national promotion campaign. 

The roles of the consumer, 
location owner and manufacturer will 
be highlighted during the session. A 
good understanding of what may be 
expected from a coordinated promo- 
tional effort—and the part it plays— 
will be featured. 

No special supplies are needed. 


Troubleshooting Concepts 


The parametric analyzer will be the 
focus of Bill Arkush’s four-part 
workshop on troubleshooting Friday 
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Carol Kantor 


and Saturday, both morning (10- 
11:30 a.m.) and afternoon (2-3:30 
p.m.) sessions to be held on each 
day. 

The series, entitled ‘“Trouble- 
shooting Concepts I-IV”, will analyze 
the procedure by which technicians 
service various types of equipment. 

The first © seminar/workshop, 
which is set for Friday morning, 
March 21, between 10-11:30 a.m., 
session 304, will look at the analysis 
of sub-systems and major function 
component assemblies, with an eye 
on the identification of those areas 
which are in fault. Sub-assembly 
architecture component evaluation— 
such as in jukeboxes, vending 
machines, arcade pieces, and 
generation-one video games—will 
be covered. 

Session 404, “Troubleshooting 
Concepts II”, scheduled for Friday 
afternoon, March 21, familiarizes the 
technician with and operator with 
various types of test equipment. The 
proper selection of equipment, based 
both on need and application, will be 
covered, with emphasis placed on 
the use of certain pieces of test 
equipment. 

The third seminar/workshop, 
session 504, slated for Saturday, 
March 22, between 10-11:30 a.m., 
will deal with the identification of 
individual component problems with 
a sub-assembly. Highlights of this 
lecture will include wave form 
analysis and device architecture. 


“Troubleshooting Concepts IV”, 
session 604 and the last in the 
Arkush series, will be held on 
Saturday, March 22, at 2-3:30 p.m. 
The understanding of processor 
architecture, debugging concepts, 
and interpreting data, and the inter- 
play of memories will be the thrust of 


Charles C. Ross 


this lecture. 

Arkush, a San Jose, California, 
resident, has been employed by 
Exidy for a year and a half as 
micro-electronics division manager. 
He presently is involved in work with 
solid-state physics of semiconductor 
devices. 


The Profitable Distributorship 


“The Profitable Distributorship”, 
session 401 offered Friday, March 21 
starting at 2 p.m. and running until 
3:30 p.m., is open to distributors 
only. 

Taught by Chuck Arnold, general 
manager, North East region of Rowe 
International, the course will feature 
a generic financial statement of a 
mythical distributorship. The topic? 
Increasing the bottom line—probably 
the four most important words a 
businessman ever hears. 

Arnold, who runs one of the mos 
profitable distributorships in the 
United States, has been in the 
distributing line for three years. He 
worked for a games manufacturer for 
nine years before that. 

He will discuss the “hiden profit 
centers” of the _ distributorship, 
including freight, shop and services, 
and parts. A favorable profit margin 
will seem within reach by course end. 

Attendees may bring their own 
financial statements for comparison if 
they so desire, although it is not 
necessary. 


Old Game Play Appeal 


Modification is the name of the 
game in Tom Howarth’s Friday, 
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Art Seglin 


March 21 course running from 2 
p.m. until 3:30 p.m., “Old Game 
Play Appeal: Use Your 
Imagination”. 

Dusting off old equipment to make 
what Howarth calls “hot rods”, or 
using part of one game and part of 
another to create an updated game, 
will be the focus of the class. 
Electrical changes relating to power 
distribution considerations, using 
LEDs to display game status, mount- 
ing monitors, adding color to video, 
designing new control panels, work- 
ing with plexiglass and doing away 
with non-pertinent graphics will be 
touched on in the class. 

Class participation is encouraged. 
Howarth will report on various 
innovations that he originated in 
game modification and hopes to hear 
of others from the class. “I plan on 
drawing ideas out of the class to 
create a ‘rap session’ atmosphere,” 
the industry veteran noted. — 

Howarth, who is a resident of 
Marlton, New Jersey, is chief 
engineer for his own company, 
Amusement Game Services of Med- 
ford, New Jersey, which repairs logic 
boards, designs and builds add-on 
products. His latest accomplishment 
was the design of a sound system for 
Ski Ball. 

Handouts will be given out. No 
special supplies are needed for 
attendance. 


Marketing and the Coin-Op Business 


Setting a marketing program in 
a realistic way to meet promotional 
objectives will be the thrust of 
Carol Kantor’s seminar—workshop 
403, “Creative Marketing and the 
Coin-Op Business”, set for Friday, 


March 21 from 2-3:30 p.m. 
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Ted Olson 


Kantor, who is president of 
Business Builders/A Full Service 
Marketing Agency, will give attend- 
ees some tools with which to work 
to develop their own _ creative 
marketing strategies. Hypothetical 
situations will be analyzed to help 
those who attend the class learn to 
develop their own creative marketing 
abilities. 

Promotion, too, is a very import- 
ant aspect of marketing that will be 
covered. The advertising and 
publicity of any operation both much 


mesh for maximum marketing 
efficiency. 
Kantor requests prospective 


attendees to begin thinking about 
very specific objectives on how they 
want to increase their revenue and 
profitability. Should new people be 
brought into the location? Should the 
play level of current players be 
increased? Or should there be more 
cooperative promotion between the 
location and self and possibly outside 
sources? 

Special events—obtaining proper 
publicity and evaluating the results— 
also will be covered. 

“TI hope this can be an enjoyable 
session where we can share ideas as 
a class. I’m looking for a lot of 
participation, rather than a straight 
lecture format,” Kantor reported. 


Return on Investment 
Depreciation 


Depreciation and its impact on 
business profitability will be the thrust 
of this Saturday, March 22 workshop 
-seminar which starts at 10 a.m. and 
runs until 11:30 a.m., conducted by 
Charles C. Ross. 

A brief review of how depreciation 


Tom Howarth 


is computed, as well as the various 
methods operators should be using 
to determine it, will be given (See 
PLAY METER January 15, February 
15 and March 15, 1979 for the three 
part series on depreciation by 
Charles C. Ross). Also, Ross will 
clear up common _ misconceptions 
about depreciation, the most prom- 
inent of which is the feeling on the 
part of many operators that money 
can be made from depreciation. 

Ross will show operator-attendees 
how to structure an effective depre- 
ciation system so that net income can 
reflect depreciation expense for each 
location. 

‘Depreciation is a very real thing,” 
Ross noted, “and it’s something that 
many operators don’t give proper 
attention.” 

Handouts on how to compute 
depreciation and setting up an 
effective depreciation system will be 
given out. An overhead projector 
with transparencies will be utilized, 
as well. 

Business profitability from both a 
return on investment and marginal 
cost/marginal revenue standpoint 
will be examined in Charles C. Koss’s 
Saturday, March 22 workshop be- 
ginning at 2 p.m. and running until 
3:30 p.m., “Return on Investment 
and Business Profitability”. 

Profitability, of course, is the key 
word in the course. Ross will go over 
the three financial statements which 
help determine whether a business is 
profitable — income _ statement, 
retained earnings statement, and the 
balance sheet. 

The “how-to’s” of an operation 
are also covered: How return on 
investment is computed; how it is 
done by location; how to implement 
your accountant or bookkeeper’s 
analysis; and how to make decisions 
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You can’t beat MONACO GP 


for hard driving, high profit fun! 


It’s the hottest selling new 
game in the world: 
MONACO GP! With a 
proven track record. 
All-new high speed video 
excitement for your 
players. And proven 
income for you. 


MONACO GP’s got 
dramatic stereo sound, 
to make your players feel 
surrounded by speeding 
race Cars. 


The race course is unique 
and full of hazards. Like 
icy skid zones. Rain 
puddles that splash as 
cars speed through. Dark, 
narrow bridges. Tricky 
gravel roads. Even an 
ambulance with siren 
screaming, demanding the 
right-of-way! 


MONACO GP also features 
a Dual Play Limit, based on 
time and the number of 
cars, and Extended Play 
which ends when all the 
player cars have been 
crashed. 


And MONACO GP’s new 
ranking display is sure to 
boost your players’ 
competitive spirit. Which 
means better replay profits 
for you! 


For more information on 
MONACO GP or other 
Gremlin games, contact 
your nearest Gremlin/Sega 
distributor or call (714) 
277-8700. 


Cremlin/seca: 


ONAG 


Controls 


x Cape” 


MONACO GP player 

controls include a padded 
racing steering wheel. A stick- 
shift lever to increase the 
RPM's. A responsive 
accelerator pedal. Even a 

full complement of working 
instrument gauges! 


Cabinet Models 
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The MONACO GP Cockpit 
cabinet is built for player 
appeal. Its contoured bucket 
seat gives an exciting race 
car feeling. And the colorful 
racing graphics are a real 
eye-grabber. 


Q7 "Wx 59”H x 67”D 

69.85cmW x 149.86cmH x 170.18cmD 
120V - 200W - 50-60Hz 

20” color CRT 

330 Ibs./150 kg. 


MONACO GP’s Cocktail 
model brings gran prix thrills 
to the social setting. 
Authentic racing graphics 
make it stand out in any 
crowd — a real attention- 
getter. 


22 WL x 34%”W x 24 %”H 
57cmL x 87cmW x 62cmH 
120V - 200W - 50-60Hz 

20” color CRT 

115 los./52 kg. 


The Slimline gives you 
MONACO GP’s big profit 
potential while taking very 
little space. Perfect for 
squeezing unlimited video 
fun into limited areas, 
MONACO GP’s Slimline 
makes every inch count. 
And pay! 


24”L x 25”"W x 56%”H 
6icmL x 63cmW x 144cmH 
120V - 200W - 50-60Hz 
20” color CRT 

165 los./75 kg. 


from their analysis. For instance, 
what is an acceptable return on 
investment? How does an operator 
go about determining that? 

One area that many operators 
take for granted that Ross will 
scrutinize is that of the function of 
accountants and bookkeepers. What 
do they actually provide operators 
with? What do operators need from 
them? 

Limited time will require that 
much of the information be com- 
pressed; to that end, an overhead 
projector will be used. 

Attendees of this class may bring a 
calculator if they desire, although it 
is not a requirement. 

Ross is an instructor of finance and 
accounting at Southwest Texas State 
University where he _ teaches 
corporate finance, accounting, finan- 
cial institutions, investment analysis, 
and financial cases. He also serves 


on the Small Business Institute 
Committee at Southwest Texas 
State. 


Ross acts as a consultant for 
several businesses in the Austin-San 
Antonio area. He holds an MBA 
degree from Southwest Texas State 
University. 


Visit the Seminars 


This beautiful imported COCKTAIL TABLE 
comes with color overlays on the picture 
tube, instructions, manual and schematics 
in English. A FULL SIX MONTH WARRANTY by 
Elcon Industries with all work performed in 


FREE PARTS CATALOG 


Betson Enterprises has em! 


|.C.s - Transistors - Diodes - Resistors - Capacitors 


Send for your all new I.C. — semiconductor — resistor and 
capacitor catalog for electric pinball machines. (Bally - Stern - 
Gottieb - Williams) Save time shopping for the best buy because 
we have it. A complete stock for the listed machines is in 
inventory. We use only national! brands (Motorola - T.I. 

National Signetices RCA etc.). Kits and individual 
components are available. Send for your free catalog today. 


BETSON ENTERPRISES 


6 Empire Blvd. Moonachie, NJ 07074 
Attn: Dept. |. C. 
Phone: 201/440-2200 


Cable: BETSON Telex: 12-5336 


Company Name 
Address = 
City _ _______. State ___. 


Attention: 


an ALL-TIME 
BARGAIN at 


$995. 


f.0.6. Detroit, Mich. 


our shop and we have parts in stock ! ! ! 


Dimensions: Top 32” x 21” 
Height 24” 
Weight 90 Ibs. 


shipped from stock, please send $50.00 
per game deposit with your order or send 


full amount less 2% discount. 


Buy FOUR 


and we pay freight to your door, buy TEN 
and receive an additional 5% discount. 


We also have upright models, wall games 
etc., we make Cosmic Attackers, Collision, 
Super Casino video blackjack and Royal 
Flush drawpoker. Please send for brochures 


and prices, 


(mal Elcon Industries 


2/15 Nakota 


Royal Oak, Michigan 48073 
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Play Meter Equipment Poll 


Here are the April results of PLAY METER’s subscriber survey ranking pinball and video games. Rankings are 
compared with games’ standings in the March poll. 


Top Pins 
APRIL MARCH APRIL MARCH 
Is IMETEOR Silence s cciccrse noo oa he Z Ii? PLAYBOY /BGW 22623 sce ee edaee ee 11 
2; FELASA /WUlOMSsc23 dcsc8 fost aseowusmesead 1 12.. FULURESPA/ BIN. ¢ i2itc0deeeieetiany ery 14 
3. GORGAR/Williams. ...........00.00 0c ee eeee 8 LS; ‘PARAGON Bal .dic0 pete tome Kaeo ew ees 6 
4. STELLAR WARS/Williams.................. 4 14... ‘STAR TREN BUY sa6 oaccas td oh onde weve nes 15 
D.. GENIE, WINGINS 5 io3 sce shad dena eames 12 15. SHARPSHOOTER/Game Plan............... 9 
0. . KISS 7 Baus o22aotonies Pe eecie teeta 2 16.. LASER BALL / Williams e333 5¢s 4234/54 a4 sedan _ 
7. SUPERMAN AION «.522540143-40icn e0i6400e5 10 7. (hel) “(GALAXY /Stemiicccice.s ees cee og.an es 16 
8. TIME WARP/Williams...............000000+ 3 [tie] TRIZONE/Williams..................-- -~- 
9. BUCK ROGERS/Gottlieb.................. 19 19. TOTEM/Golttlieb. ........0. 0... ccc cece eee — 
10. HARLEM GLOBETROTTERS/Bally.......... 6 20. SPIDERMAN/Gottlieb....................- _ 
Top Videos 
APRIL MARCH APRIL MARCH 
1. SPACEINVADERS/Midway.................. 1 6.; HEAD ON/GIemiin ws o3.eccd a ROCESS: 8 
23. fe) EROS AN OM ia3 5.cctrra gob iin eS eae Eee 3 7c DPARAIBE7 EXidU «bie eee aoe g be kak 7 
D POOTBALL 7 Alai.is 64. co5s0 br iewag dtr tees 2 8. LUNARLANDER/SAtari................0000% D 
4. TAILGUNNER/Cinematronics................ 9 9. COSMIC GUERILLA/Universal............. — 
06 “OPRINT TW Alte ..22 3342s ec0-0tseeceevanarese 4 10. CLAY CHAMP /Allied Leisure............... — 


The PLAY METER subscriber survey of pinball and video games will be a regular feature in subsequent PLAY 
METER publications. If you would like to join readers currently participating in the survey, simply fill out the 
coupon below and return it to PLAY METER. 


Please print legibly 

NAME 

COMPANY NAME 

ADDRESS 

OO a a a eI 


NOTE — Please make sure you print your name legibly on the address portion of the survey card. 
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While you’re in 


New Orleans for 
the convention, 


make sure 
you confront the 


real problems 
this industry 


is facing 
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Some random 
thoughts 


about the 


springtime show 


By Roger C. Sharpe 


Since the reason for trade shows is 
and should be a time to showcase 
equipment and, hopefully, bounce 
off ideas and problems with fellow 
industry members, it may be fitting 


that we have a springtime show. 


where all the manufacturers should 
be setting their pace for the 
remainder of the year. What may be 
closer to the point of this Expo isn’t 
so much the equipment—although 
we'll get into some of the pins you’re 
likely to encounter—but rather the 
realization that a semi-revolution is 
going on in the industry that must be 
dealt with and quickly. 

I suppose that with all the seminars 
planned, some of the pertinent issues 
will be talked about and many people 


-attending will be able to report on 


their own particular dilemmas. But 
something that really hit home to me 
recently was a current story I read 
that shows we’re not out of the 
woods on potential adverse legisla- 
tion—not by along shot. Admittedly, 
this may be a local problem. But the 
point is, it hits at the backbone of the 
entire industry and the image 
problems we still have, as well as our 
own inability to police ourselves. 

The story, which ran in the New 
York Daily News dated February 6, 
was titled “City seeking to pull the 
plug on unlicensed pinball games”. It 
went something like this: 

“Unlicensed pinball and_ other 
arcade games are cheating the city of 
at least $210,000 a year in permit 
fees, the Department of Consumer 
Affairs said yesterday. 

“The agency called for changes in 


the law to facilitate crackdowns on 
the unlicensed coin-operated games. 
And it urged the City Council to 
increase the present $25 tax on each 
game to $250, saying this would 
produce an estimated $1.3 million a 
year. 

“Consumer Affairs lawyers have 
sued 55 pinball game distributors in 
Civil Court for illegal activity. They 
are asking for ‘the strongest remedy 
possible under existing law’, $100- 
a-day fines for both the game 
distributor and the owner of the 
illegal pinball location. 

“A recent Consumer  Arffairs 
survey concluded that there are 
nearly as many unlicensed pinball 
machines—4,200—as licensed ones 
—5 ,400 in the city. 

“A closer look at the existing 
restrictions on licensable locations as 
well as stronger enforcement tools is 
needed so that the city can collect the 
revenues it is entitled to under the 
law,’ said Consumer Affairs Coor- 
dinator Bruce Ratner. 

“City law now permits pinball 
games in only seven kinds of 
locations, including places with a 
liquor license, hotels, movie theaters, 
dance halls, cabarets, and_ sports 
facilities and for recreation only in 
educational institutions.” 

Now, I know what you're think- 
ing—why am I writing about New 
York in a preview of the New 
Orleans show? Well, I feel it’s too 
important to ignore, especially if one 
is to believe that the purpose of a 
trade show is to exchange ideas and 
problems, as well as solutions to 
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As for the pinball machines on the exhibit floor-- 


many of the names you’ve heard 
in whispered rumors will be on hand 


problems, 

And this is one that must be met 
head on before the licensing price 
drives out the small operator and the 
newspapers begin their travail on 
pinball machines. Because, one and 
all it’s going to be a long year. This is 
election time, after all, and as I’ve 
always said, pinball gets some 
budding politicians into the news. 
So when you’re walking around the 
floor of the convention looking at the 
new equipment, think about the 
events that could force you out of 
business. 

As for pinball machines on the 
floor—many of the names you've 
heard in whispered rumors will be on 
hand. Bally is tentatively going to 
knock you into space with a 


| PEACH STATE DISTRIBUTING CO. / 
= F 1040 Boulevard, S.E. - Atlanta, Ga. 30312 / 


wide-body that everybody’s talking 
about, the name of which you’re all 
familiar with. And for a conventional 
game, it’s hi-o silver and_ the 


continuation of better sound 
balanced by some _ incredible 
graphics. 


Stern, on the other hand, has a 
heavyweight knockout and the “Big 
Game” we all caught at the AMOA. 
This company has gotten its act 
together and continues to impress 
and improve. 

Game Plan offers something for 
everyone—whether you’re into the 
amusement of a Coney Island or the 
star quality of a nova, it'll be on 
display for you to catch sight of. 

Gottlieb has woven a web with a 
superhero winner that marks a new 


Telephone 404 - 622-4401 


“‘The Coin Industries’ 


TOLL FREE: 
1 - 800 - 241-1346 (except in Ga.) 


Largest Distributor of Name 


Brand Electronic Parts - Write for FREE Catalog.” 


> 
/ 


BSG. 


ZAMPERLA presents THE HELICOPTER 


Increase your profits with 


this exciting new coin- 
operated kiddie ride. 


® Complete with sound, 
flashing lights and 
individual lifting control. 


® Don't miss our amazing 
strength testing Punch Ball 
and Bull coin-operated units. 


See us at Amusement Operators Expo 
in New Orleans, March 20—22, 1980 
in Booth #31. 


For information and technical assistance, contact 


+ S7ANIPERE AGING See 


16 EdgeboroRd. East Brunswick N_.J.08816 ph.(201)238 6280 tix.642286 


beginning for the company. See their 
standout piece of work that’s going to 
please and surprise many of the 
company’s detractors. 

As for Williams, they’re going to 
send you reeling with some new 
hijinks for you sound and action 
afficionadoes with a firefall of power 
and more moves than someone 
trying to juggle. 

All of the machines on hand are 
going to bridge the gap in the new 


calendar year and should prove that 


the manufacturers are indeed 
forging ahead and continuing to im- 
prove on their products. 

But when you’re looking at the 
new equipment, think mightily on 
the new wave of feeling that’s 
spreading which could hurt the 
industry where it lives—with the 
player. What I’m talking about, of 
course, is the irrational pricing going 
into effect in more and more places. 
Fifty-cent play for three-ball just isn’t 
going to make it yet. But some are 
trying it, and too many of the 
games—no matter how good they 
are—aren’t going to sustain the idea 
that they’re worth that kind of 
money. Even three plays for a dollar 
pricing that some folks are talking 
about to help Susan B. is going to 
meet with more resistance than most 
of you are probably willing to accept. 

Wait. The time just isn’t right 
now, unless you're talking about 
five-ball games for fifty cents—now 
that might be more palatable to the 
majority of players out there. 

It is, after all, no longer a captive 
audience as it once was. Video 
games are increasingly appealing, 
even to the pinball players, and 
they’re taking away the quarters that 
once made it to the pinball coin slot. 

So when you walk around the 
show checking out the games, think 
also about the pricing of the 
equipment at your location, the 
impending legislation that will 
undoubtedly rear its ugly head and 
how you're going to survive it, and, 
lastly, try to enjoy that New Orleans 
hospitality. Hopefully, I'll be down 
looking at the games at the same 
time you are—I’m planning my first 
trip to that magnificent gateway of 
the south. But whether Joshua wants 
his daddy to leave remains to be 
seen. 

Maybe I'll see you there, if not 
catch the pins which are in the news. 
The batch, by and large, is a good 
strong one. Who knows? It may yet 
turn this year into the year of the pin. 
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Hedonistic Heaven awaits 
Expo-Goers 


Oysters are served all year round, 
jazz may be heard nightly into the 
wee hours of the morning, and 
lassitude is a way of life. 


Don’t rush to check your pulse— 
you haven't died; and no, you’re not 
checking in with St. Peter at the 
Pearly Gates. Some folks, however, 
do feel just as if they’d died and gone 
to heaven when they have the 
pleasure of sampling New Orleans’ 
inimitable lifestyle for the first time. 


PLAY METER’s Amusement 
Operators Expo, set for March 20-22 
in New Orleans at the Fairmont 
Hotel, is the perfect chance for the 
first time visitor — as well as those 
who fell in love with the city a long 
time ago—to enjoy America’s most 
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By Vicki Darlington 


delightful city. 

Deciding what to do when you're 
in the “Crescent City” may be the 
biggest headache you'll encounter 
during your stay. There’s so much to 
choose from that a person can easily 
get bogged down just making the 
choice. 

Music, of course, is played all over 
the city at all times of the day or 
night. And you’ve heard all about the 
cuisine—it’s world famous. 

Shopping offers endless possibili- 
ties, as do_ historical, maritime, 
sports, and theater activities. To 
ensure a fun-filled weekend for Expo 
attendees and so that you don’t miss 
anything, we checked the calendar at 
local establishments to let you know 
what’s going on. 


HOUSE BAR 


oF 


Beichex Street, which is alive with activity at niohe is best known for its 


jazz and burlesque. 
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Night Spots 

The familiar strains of Al Hirt’s 
trumpet, for instance, may be heard 
every Monday through Saturday, 
with doors opening at 9 p.m. and the 
show beginning at 10:30. The club, 
located at 501 Bourbon Street— 
walking distance from the Fairmont 
—charges a $15 per person cover 
which includes two complimentary 
drinks and the show. Attire is casual. 

The unusually titled “& Mo Jazz’, 
located at 614 Bourbon Street, 
features Milton Rich at 4 p.m. and 
Johnny Horne at 9 p.m. No cover is 
charged, and the club is billed in a 
visitor's guide as being “devoted to 
the best in live jazz.” Five shows are 
performed nightly. 

Bienville House Hotel Pump 
Room at 320 Decatur Street features 
a sing-along piano bar with nightly 
entertainment. Over-sized drinks and 
an air of seclusion add to the charm. 
Live music is available at 11 p.m. 
until closing— whenever that may be. 

Listen to George Finola and the 
Chosen Few from 8 p.m. until 1:15 
a.m. every night except Thursdays 
and Connie Jones at the Crescent 
City Jazz Band from 4 p.m. until 8 
p.m. except Wednesdays. Casual 
dress is accepted and dancing is 
encouraged. And all you have to do 
is buy one drink...there’s no cover 
charge. 

Chris Owens, a shapely brunette 
who's been gracing the stage at her 
establishment for quite a few years, 
offers quality nightclub entertain- 
ment. Stage shows and a dance band 
may be enjoyed at the corner of 
Bourbon and St. Louis streets every 
Monday through Saturday from 8 
p.m. until the management decides 
to close. 

Crazy Shirley’s at 640 Bourbon 
Street spotlights Tommy Yetta on 
trumpet and his New Orleans 
Dixieland Band. Shows are going on 
nightly from 8:30 p.m. until 1:30 
a.m., with no cover but a one drink 
minimum per person per set. 


The Inn on Bourbon § Street 
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features Carlos and Company be- 
tween 9 p.m. and 1 a.m. every 
Monday through Saturday. The club, 
located at 541 Bourbon Street, 
accepts all major credit cards. 

La Boucherie, a slick, popular 
disco with a cafe downstairs, offers a 
game room and custom made sound 
equipment. Located at 330 Chartres 
Street in the French Quarter, the 


eee eet er aeeeeee Lee aaa n establishment features daily “busi- 
am tii Tn q all HTH nessman’s luncheon.” 
es a lt t Le Centime Lounge, located 
as N the stately Le Pavillon Hotel, is a 
th realistic simulation of a French cellar 
bistro. Entertainment goes on nightly 
from 5 p.m. until closing. Located at 
Baronne and Poydras Street, it is 
open daily from 10:30 a.m. 
eee Intrigued by Dixierland? If you’re 
“elas curious as to exactly what a “Dixie- 
land jazz parlor” is...visit the Maison 
Horse-drawn carriages in the Quarter are manned by tour guide escorts Bourbon Nite Club at 641 Bourbon 
who tell interesting, if not entirely accurate, versions of local history. Street between ll a.m. to 1:45 a.m. 
daily to see for yourself. casual attire 
and children are welcome. There is a 
one drink minimum but no cover. 

The Maison Dupuy  Hotel’s 
Cabaret Lautrec highlights Bill Bach- 
mann and his New Orleans Jazz 
Phile daily between 9:30 p.m. until 
1:20 a.m. Located at 601 Burgundy 
Street in the French Quarter, the 
cabaret offers an intimate Moulin 
Rouge atmosphere. 

Duke’s Place, located in the 
Skylite Lounge of the Monteleone 
Hotel, features the Duke’s of Dixie- 

i Oe EE fi land every night except Sundays. 
Sit Cana ne s The Carousel Lounge starbills Sylvia 
0 Johns on the piano beginning at 9:30 
p.m. The cover of $9.25 per person 
includes two drinks. 

The Hilton offers a range of activi- 
ie 2 | ties. Pete Fountain’s offers shows 
Al fe ei mee 7) ieee | Tuesday through Friday at 10 p.m., 
Iron grillwork, brought hicke by the Rrench and Spanish, graces many and on Saturdays at 9 p.m. and 


multi-story buildings in the French Quarter. 11:30 p.m. for a cover charge of 
between $13-15, which includes two 


— ee Se =} ie drinks. The Rain Forest offers 

| "1 om disco-ers a haven nightly after 9 p.m. 
and ten cent oysters may be 
purchased between 5 and 6 p.m. 
weekdays at the Oyster Bar in the 
French Quarter. 

Combining music with good food 
is a goal the Hilton has pursued 
successfully with its theme buffets on 
Friday and Saturday nights, and jazz 
brunch on Sunday. Strolling opera 
singers accompanied on a piano wait 
on your tables at the Italian buffet 
held every Saturday night. And the 
seafood buffet on Friday nights 
features the music of The Cajun 
Two. Both buffets, which begin at 
9:30 p.m., are priced at $11.95 per 
person. The brunch on Sundays 
| ; features the lively notes of Louis 
Cottrell and his group. Conducted 


hn of eriby A> Go ane eae Bes x aes mis eC tae a 4 OSU sae: » 
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Artists line the sidewaliaround dacksen Square, near St. Louis Cathedral, between 9:30 a.m. until 2:30 p.m. 
and offer tourists works in nearly all media. ao the brunch is priced at 
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The French Garden Bar at the 
Hilton features Willie Metcalf’s jazz 
after 9 p.m. Monday through 
Thursday, and after 10 p.m. on 
Fridays and Saturdays. And for an 
unforgettable dining experience, 
sample the elegance of Winston’s, 
where a maid and butler deliver the 
verbal menu, and a harpist-violinist 
team stroll among the _ antique 
English tables. Dinner is priced at 
$22.95 per person. 

The Royal Orleans, located in the 
French Quarter at 621 St. Louis 
Street, has Rich Fullman headlining 
the Esplanade Lounge piano begin- 
ning at between 4-5 p.m. on 
Thursdays, and 8:30 p.m. to 1:30 
a.m. on Fridays and Saturdays. 

Ray Ladd is the featured pianist in 
the Royal Sonesta Lounge between 
7 p.m. and 11 p.m. nightly. Elario, 
an accomplished guitarist who plays 
a variety of music, including the 
romantic flamenco, is on stage every 
night from 10:30 p.m., except 
Mondavs. 

John Gary will be the attraction at 
the Fairmont Hotel’s fabled Blue 
Room during Expo week. Shows 
start at9 p.m. and 11 p.m., with an 
$8 cover charge during the week, 
$10 on the weekend. Jimmy Elledge 
will be the featured performer in the 
hotel’s Fairmont Court beginning at 
9:30 p.m. nightly. A minimal cover is 


‘charged. 


And if you’ve a hankering to hear 
some Dixieland jazz, as well as enjoy 
a breath-taking panoramic view of 
the city, stop in at the Top of the 
Mart, located in the Trade Mart at the 
foot of Canal Street. The 360-degree 
revolving bar features the Smart 
Guys nightly at 8 p.m. No cover is 
charged. 


Restaurants 

The Hyatt Regency at Poydras 
Plaza also has a revolving restaurant, 
the Vendome, which serves lunch 
between 11:30 a.m. and 2:30 p.m., 
and prime rib dinners on weekends 
between 6-9 p.m. Reservations are 
required. Cousin Joe, a blues singer, 
may be heard every Sunday through 
Thursday at Le Club—a two drink 
minimum is charged. The Courtyard 
is a garden atrium with the bonus of a 
full service menu. 

Jonah’s has a double oyster bar set 
in a select atmosphere with seafood, 
beef, and roast duck-oriente. The 
menu revolves around seafood, 
beef, and duck selections. 

Houlihan’s, a restaurant and bar, 
features a convivial atmosphere, 
good food, and Maynard Chatter’s 
Ragtime Band on March 20-21 
beginning at 10 p.m. and continuing 
until 1:30 a.m. 

There are hundreds of intriguing 


restaurants that are located near to 
the Expo site. One that you will want 
to try is the Acme Oyster and 
Seafood House, at 724 Iberville 
Street in the French Quarter, offering 
typical old time New Orleans sur- 
rounding and a limited menu, but it’s 
hard to beat their po-boys. Oysters 
on the half-shell seem to taste better 
here, too. 

The Andrew Jackson Restaurant 
at 221 Royal Street offers elegant 
dining with a French flair. Antoine’s, 
located nearby at 713 St. Louis 
Street, is one of the world’s most 
famous’ restaurants. Widely  ac- 
claimed specialties include Oysters 
Rockefeller, Filet de Boeuf Marchand 
de Vin, Pompano en Papillote, and 
Crepes Suzette. 

Perhaps one of New Orleans most 
unusual dining spots, Anything Goes 
is true to its name—anything does 
go. Your waiter or waitress at this 
whimsical establishment, which bills 
itself as “a shady place for sunny 
people”, may be as a gorilla or a 
rabbit. A dress code is observed, sur- 
prisingly, although no _ reservations 
are required at this 727 Iberville 
Street location in the lower end of the 
French Quarter. 

Benihana of Tokyo Restaurant 
features a host of smiling Oriental 
cooks who prepare orders right at the 
hibachi on every table. The = sur- 
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A 


Oe ay Sy Ses 
The Cornstalk Fence, a Garden 
District landmark, surrounds a typical 
home in the area of New Orleans 
known over a century and a half ago 
as the “American Sector”. 


Royal Street in the French Quarter, 
renowned for its numerous antique 
shops and excellent selection of 
European and American pieces, is 
haunted by tourists and native New 
Orleanians alike. 
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roundings are charming and authen- 
tic, with the finest in steak, poultry, 
seafood, and vegetables served in an 
atmosphere of the famous Japan- 
ese hospitality. Japanese, Palavan 
and Korean are spoken at the 720 
St. Louis St. address. 

Breakfast at Brennan’s, located at 
417 Royal Street, is something that 
show-goers shouldn’t miss. Ten 
separate dining rooms and_= an 
outside patio for cocktails are the 
setting for Brennan’s famous French 
and Creole cuisine. Coats are 
required in the evening. 


Broussard’s is a favorite spot of 
natives. Located at 819 Conti Street, 
Creole and New Orleans cuisine is 
served in elegant surroundings. 


Cafe Maspero has something of an 
unsavory beginning—it was built in 
1788 and originally used as a slave 
exchange—but there’s nothing un- 
savory about the food, which 
includes a variety of thick, juicy 
sandwiches served on several differ- 
ent breads at reasonable prices. The 
440 Chartres Street address features 
al fresco dining when the weather 
permits, and that probably will be 
true during traditionally balmy 
March. 

The Cafe Pontalba on the corner 
of Chartres and St. Peter strets is the 
oldest apartment building in Amer- 
ica. Overlooking Jackson Square 
and St. Louis Cathedral, it serves 
such New Orleans staple dishes as 
red beans and rice and generous 
“po-boys” (which is, by the way, a 
local bastardization of the proper 
name—poor boys). 


For a taste of true Creole-Soul 
cuisine, Dooky Chase Restaurant is a 
moderate taxi cab ride away for true 
afficionados. | Heavenly _—_ Creole 
gumbo and seafood dishes are the 
specialty at this well-known New 
Orleans instituion. The restaurant, 
located at 2301 Orleans Avenue, 
“appreciates” reservations. 

Flamingos Cafe and Bar features a 
light menu primarily composed of 
omlettes, quiches, salads, soups, and 
a Sunday champagne brunch. Pink 
and green flamingoes, not surprising- 
ly, abound in the tropical atmos- 
phere. Hop a streetcar on St. Charles 
Avenue and get off at the 1625 
address for an unusual evening in 
this century-old New Orleans home. 
The jukebox selection, which in- 
cludes hits from the 40s and 50s, 
can't be beat. 

Galatoire’s at 209 Bourbon Street 
is one of New Orleans’ oldest, most 
famous restaurants. Operated by the 
fourth generation of family restaura- 
teurs, it specializes in trout marquery 
and shrimp remoulade. Coat and tie 
are strictly required after 5 p.m. and 
all day Sunday. 


The history of the area is rich in 
color and tradition. If time permits, a 
visit to any of the plantation homes in 
the area would be a pleasant step 
back in history. 

The Derbigny Plantation, located 
on the West Bank’s River Road in 
Westwego at Nine Mile Point, was 
constructed in the 1830s and built by 
Charles Derbigny in honor of his 
father, Pierre, the fifth governor of 
Louisiana. Admission is $2.50 and is 
open daily from 10 a.m. until 5 p.m. 
except Mondays. A lengthy taxi ride 
is necessary, or a tour may include 
this stop. 

The Pitot House is not very far 
from the Fairmont—a moderate 
taxi ride separates the two—and is a 
quaint example of 18th century 
architecture. The residence of James 
Pitot, the first mayor of New Orleans, 
the two story structure is furnish in 
antiques. Costumed docents escort 
visitors through the house. Open 
Thursday only from 11 a.m. until 4 
p.m. Admission is charged. 

Steamboat and river tours may be 
engaged at the foot of Canal Street 
on the Mississippi River. Admission is 
minimal and some tdurs last several 
hours. Information on fishing boat 
excursions in the Gulf on a U.S. 
Coast Guard-certified vessel may be 
obtained by calling 282-8111. 

And theater buffs may see one of 
the all time great names of the screen 
live at the Beveral Dinner Playhouse 
during the Expo dates—Lana Turner 
in “Murder Among Friends”. The 
buffet opens at 6:30 p.m.; curtain is 
at 8:30. The per person admission is 
$14.95 on Thursdays, increasing 
nightly by one dollar through Satur- 
day. Located at 217 Labarre Road, 
the theater may be contacted by 
dialing 837-4022. 

New Orleans’ considerable reper- 
toire of activities hopefully will not 
obscure the main reason for the visit 
—the Expo. As you're probably 
aware of by now, the show offers 
something for everyone—the semin- 
ars, which number over 20, have 
been designed with just that in mind. 
A faculty bearing excellent industry 
credentials will provide practical 
education for almost every segment 
of the coin-op industry. Experts have 
been tapped from just about every 
pertinent field imaginable—from the 
creative marketing end to profitable 
distributorship to troubleshooting 
concepts. ° 

Your stay in The City that Care 
Forgot, as New Orleans is affection- 
ately called by those who love her, 
will be as enjoyable as it will be 
educational, we feel sure. But keep 
the memories warm—come_ back 
soon—and try to be convincing when 
you explain to doubting friends that 
the trip really was business... 
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Atari ad controversy: 


A recent advertisement by Atari, 
Inc. in a trade publication for con- 
sumer electronics retailers has caused 
many operators to question Atari’s 
direction and intention in the coin-op 
business. 

The ad, which appeared in the 
January Buyer’s Guide of Consumer 
Electronics (Volume 8, Number 1), 
was promoting Ataris new home 
video cassette game, Space In- 
vaders. 

Family members were pictured 
standing in line waiting their turns to 
play the new TV game, and 
superimposed over the top of the 
picture was a headline that read: 
“People have been standing in line at 
arcades to play ‘Space Invaders’. 
Now, thanks to Atari, they can stand 
in line at home.” 

The sting for operators of seeing 
their biggest ever video game money 
maker in a home model version was 
further intensified by a blistering last 
line in the advertisement which read: 
“We’re doing everything we can to 
get those long lines of people out of 
the arcades and into your store.” 


The advertisement appeared in a 
trade publication which, like PLAY 
METER, is not distributed on news- 
stands and which goes only to 
consumer electronics retailers. 


But a Minnesota operator who 
owns several arcades and subscribes 
to the publication spotted the 
advertisement and brought the mat- 
ter to the attention of his distributors 
and to his state association at a board 
of directors meeting of the Music 
Operators of Minnesota. 


Stopping short of any boycott of 
Atari products, the Music Operators 
of Minnesota issued a_ strongly 
worded statement in protest of the 
advertising to Raymond  Kassar, 
chairman of Atari. According to a 
member of the state asociation’s 
board of directors, it is the first time 
the Music Operators of Minnesota 
has ever censured a manufacturer. 


The letter of protest read, in part: 
“The Board of Directors (of Minne- 
sota) has gone on record as being 
opposed to such advertising directed 
against our industry. 

We feel that the coin machine 
operators in our state have done 
much to support the growth of Atari, 
and we_ strongly protest such 
attempts to intentionally ‘take 
customers out of the arcades,’ in an 
effort to support a spin off of our 
industry. 

“We feel that our purchases have 
contributed to the development of 
the Atari Video Computer System, 
and that we should be allowed to 
realize a full return on our investment 
before these games are released for 
other purposes.” 

The letter went on to say: “The 
Music Operators of Minnesota hope 
that Atari will consider our position in 
future marketing plans.” 

Other operators reportedly sent 
out letters of protest to Kassar of 
Atari upon hearing of the advertise- 
ment. ; 

One member of the Minnesota 
board of directors termed the adver- 
tisement a “knife in the back.” 

‘“There’s a great deal of resent- 
ment,” he told PLAY METER, “that 
our very strong support for Atari has 
been ignored.” | 

He informed PLAY METER that 
the board of directors’ vote was 
unanimous. It was the unanimous 
feeling of everyone on the board that 
this was against the spirit in which we 
have supported Atari in the past.” 

When reached for comment, 
Kassar downplayed the significance 
of the advertisement, saying, “This 
was strictly a trade ad. It was a 
one-shot ad timed for the Las Vegas 
Consumer Electronics Show. It was 
unfortunate the agency got carried 
away. But we certainly have no 
intent to obviously do anything that 
would be detrimental to our coin-op 
business. 

“We are very embarrassed by it,” 


Cloud over Atari... 


he told PLAY METER. “It’s one of 
those things that happens. There was 
no intent. It had very limited 
exposure. No consumer saw it. It was 
strictly for the Consumer Electronics 
trade show.” 

The Consumer Electronics trade 
show in Las Vegas in January drew 
about 54,000 visitors. By contrast, 
the annual AMOA Show, the coin- 
op amusement industry’s largest 
trade show in the United States— 
draws in the 6,000 range. 

Kassar tried to explain the wording 
of the advertisement—especially the 
last sentence—by saying, “I guess the 
agency felt it was a very good selling 
point, and saw it as a_ positive 
thing—not a negative thing. 

‘We love the coin-op business,” 
he continued. “We love arcades. We 
love our distributors. We would do 
nothing in any way, knowingly, to 
damage this relationship. It was just 
an agency ad that the consumer 
people never thought of negatively.” 

Atari, like many large manufactur- 
ers, has its own in-house advertising 
agency. 

The statement that it was all 
merely an ad agency snafu didn’t sit 
well with one operator who commu- 
nicated with Kassar by letter. The 
operator said he was surprised when 
Kassar wrote him back and “more or 
less acknowledged that he knew 
about the ad in advance.” 

Kassar told PLAY METER, 
“There was no intent to damage any 
distributor or operator. It was hardly 
a major catastrophe. It’s one of those 
things that in retrospect we would 
have been happy if that mention had 
not been made.” 

He also told PLAY METER that 
Atari is the only legal licensee of | 
the Space Invaders name in the 
home cassette market and that Atari 
is committed to marketing the Space 
Invaders cassette. 

“Obviously, were not taking 
anyone away from the arcades,” he 
said. “We see our effort in the home 


Bally-Stern test fixture introduced 


Universal Amusement Distributors 
recently debuted its model 101 test 
fixture engineered, according to 
officials, to “be a reliable, durable 
and yet inexpensive way to test all 
the major boards used in Bally and 
Stern electronic flipper games.” 

It tests solenoid driver boards, 
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lamp driver boards, MPU boards, 
score display boards, and sound 
boards. It is portable, expandable, 
and tests boards individually or 
together as a system. 

The most significant feature of the 
fixture helps to avoid “expensive 
repair costs by helping operators 


diagnose and repair many problems 
themselves, as well as increase col- 
lections by decreasing repair time,” 
product literature reports. 

Contact Universal Amusement 
Distributors at 2337 Philmont Aven- 
nue, Huntingdon Valley, PA 19006, 
(215) 947-4054. 
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Operators question intent 


market as expanding the base of 
interest for the product, and we 
think our coin-op customers will 
benefit. We’re giving it a lot of 
publicity. We're spending a lot of 
money promoting the game, and 
that can only help anyone who’s got 
a Space Invaders game.” 

But the fact that Atari still plans to 
market the game over numerous 
protests from operators has created 
another stir. 

Said one member of the Minne- 
sota operators’ board of directors, “If 
theyre going ahead with marketing 
the game, it can’t mean good news 
for operators.” 

Another arcade operator stated 
flatly,“The home Space Invaders 
can't help our collections.” He noted 
that it’s not hurting us at the present 
time, but if the manufacturers start 
pumping out these cartridges on 
every coin-op game there is, it would 
hurt us severely. That's just common 
sense. 

He said that one reason Space 
Invaders home cassettes haven’t hurt 
the coin-op buisness yet could be that 
the games are only now being 
marketed. Also, “You have to look 
at what percentage of our customers 
in arcades have these home video 
cassettes because the initial unit is in 
the $300 range. That’s the question 
—what percentage of our customers 
have them?” 

The operator continued, “I would 
like to see some of these games not 
on TV until at least six months after 
we've finished with them.” 

But, as for the advertisement 
which started the whole controversy, 
many coin-op industry people are 
seriously questioning Atari’s direction 
and future plans. Several operators 
and other industry people expressed 
the suspicion that Atari was fully 
aware in advance what its advertise- 
ment said, and started backpedaling 
only after an operator saw the ad 
which was designed only for the eyes 
of consumer electronics retailers. 
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Now one of the most popular coin operated games in 
history is available as an Atari Game Program” cartridge. 


“Space Invaders’™ 
It’s created an incredible amount of excitement. 


In fact, “Space Invaders” has become so pop- — 


All you have to do to sell plenty of 


sure of getting an adequate supply. 
After “Space Invaders” Atari will be introducing five 


more new games, at the rate of one a month: Adven- 
ture, 3-D Tic-Tac-Toe, Golf, Night Driver” and 
Circus Atari* 


ular we believe the demand for this game We're doing everything we can to get those 
alone can sell a large number of Atari — long lines of people out of the arcades and 
Video Computer Systems*™ 7 nto your store. 


these new cartridges is to stock them. ou 
please be sure to order early. That way you a be 


I 
e Inc. 1265 Borregas Ave 


ATAR[ 2222.2! Calif 34086 Phone (800) 538- 8547 


Atari, in its advertisement above, claims that “we’re doing everything we 
can to get those long lines of people out of the arcades and into your 


store.” 


That statement, plus the company’s all-out push at marketing home 


Space Invaders units, has stirred controversy in the coin-op business. 


Dynamo expands production facilities 


Dynamo Corporation of Grand 
Prairie, Texas, a manufacturer of 
pool tables, recently increased its 
production capacity with the addition 
of 25,000 square feet of space. 

The additional space brought the 
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square footage to a total of 70,000, 
up from a former total of 45,000. 
“This is our fourth year of 
manufacturing pool tables. I’m en- 
couraged by our growth rate in the 
pool tables market,” John H. Lewis, 


vice president, noted. 


Dynamo Corporation is located at 
1805 Gsw. Parkway, Grand Prairie, 
Texas 75051; phone 1-214-641- 
4286 or 1-800-527-6054. 
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Copyright collections down, 
operator non-compliance 


The number of jukeboxes regis- 
tered with the U.S. Copyright Office 
in 1979 was down by 10,333, and 
the number of operators who filed 
was down by about 350 when com- 
pared with 1978 figures. 

And Walter Sampson, chief of the 
licensing division of the U.S. Copy- 
right Office, suspects that noncompli- 
ance by operators, rather than a 
reduction in the number of ma- 
chines, is the reason. 

“We're very concerned about the 
high noncompliance with the juke- 
box section of the Copyright Act,” he 
reported in a telephone interview 
with PLAY METER. 

A rough count of the number of 
operators who filed in 1978 totalled 
3,239, according to Sampson, while 
the number in 1979 was 3,830. The 
total number of jukeboxes licensed in 
1978 totalled 144,368, of which 
140,338 were licensed for a full year. 
Half year licenses numbered 3,830. 


Jukebox licensing in 1979, how- 
ever, was secured for 136,368 units, 
of which 134,035 were registered for 
the entire year. Six month licenses 
accounted for the remaining 2,333. 


Monies collected by the Copyright 
Office for distribution by the Copy- 
right Royalty Tribunal in 1978 added 
up to $1,147,803.38 and were 
reduced in 1979 to $1,085,599.06, 
a decrease of $62,204.32. 


The licensing division of the 
Copyright Office feels that the 
underlying reason is non- 
compliance. When Sampson was 
asked if he had anything to base that 
assessment on, he replied affirma- 
tively. “The performing arts societies 
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(such as BMI, ASCAP, etc.), who 
have enforcement powers to protect 
the copyright owners they represent, 
have filed many suits across the 
country recently. In fact, there were 
35 such suits filed by ASCAP alone 
in September of 1979. That’s one 
way we know noncompliance is up,” 
Sampson said. 


“The other is that, in our efforts to 
contact as many operators as 
possible (to remind them of the 
copyright law), we got in touch with 
about 500 cities across the country in 
each state,” he said, “asking if they 
had licensed jukebox operators and if 
so, if they had publicly available 
listings that we could use to notify 
them.” 

“The cities responded speedily 
and with fairly lengthy listings which 
showed a lot of them did not have a 
breakdown on jukebox operators but 
did have records on a license or tax 
charge where the jukebox was 
located. Those showed us that there 
were many, many more machines 
out there than we thought,” Samp- 
son observed. 


“Also, the AMOA has _ publicly 
announced that there are about 
400—500,000 machines in opera- 
tion. And it was stated on. the 
Jukebox Awards Show that was 
aired on television recently that there 


are 500,000 jukeboxes,” he said. 


“But there’s no provision in the 
law to improve the Copyright Office’s 
enforcement. That’s just the way the 
law was written. Ineres nothing 
more that we can do except work 
closely with the performing rights 
societies,” Sampson said. 


“However, we did meet with the 
AMOA and ask them if there was 
anything we could do, or if there was 
anything that they would like from 
us, to help notify the operators. 
We've also notified the state associa- 
tions. But we really can’t do much 
more than that—we just don’t have 
the authority,” he stated. 

“We're caught in the middle here. 
We're really like a conduit between 
the copyright users and the copyright 
owners. We gather the information, 
collect the fees, and pass the money 
on to the CRT for distribution to the 
copyright owner. The law, as | 
understand it—I wasn’t here at the 
time—was a compromise and that’s 
when we got caught in the middle,” 
he noted. “Also, we’re unique in the 
government structure because we 
deduct our operating costs from the 
royalty fees that we collect, not from 
the overall Library of Congress 
budget.” 

The “publicly available” listings of 
locations that were supplied to the 
Copyright Office reportedly “were 
not asked for” but apparently were 
supplied. “We did not ask for 
location listings (when we contacted 
the cities)—that’s not one of the 
requirements of the Copyright Off- 
ice, athough it is from the Copyright 
\ Tribunal.” 

“There is, however, a provision in 
the statute that says if a machine is 
located in an establishment, the 
owner of that place must give the 
oeprator’s name if asked for it. So, if 
we know a machine is in a certain 
place, we can ask for the operator’s 
name. But we don’t ask for location 
listings,” Sampson reported. 


Billiard Cloth 


Style 820—Plain, Style 920—Backed 


Fabrics developed specifically for 
coin-operated tables. 


Available through your distributor. 
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GamePlan, inc. 
performance you can count on 


1515 West Fullerton 
Addison, Illinois 60101 


A Subsidiary of AES Technology Systems, Inc. 


See us and Super Nova, Old Coney Island and Vegas 
at Booths #78, 79, 80, 81, Amusement Operators Expo, New Orleans, March 20— 22. 


Seeburg Corporation temporarily 
has shut down its doors it the behest 
of court-appointed trustee Nathan 
Yorke. Stemming the flow of 
dwindling assets for investors and 
creditors was cited as the reason for 
the move. 

Yorke feels that the main savings 
would come from the absence of 
executive salaries and utilities. 

No employees remain on_ the 
Seeburg payroll, a move which the 
company official says saves about 
$40,000 per month. In addition, 
XCOR, which owns the building that 
houses Seeburg Corporation, has 
taken over the utility bills. 

“T don’t have any more utilities 
except the telephone, and that is 
being changed over to a one or two 
line system instead of the present 
board, which costs $5,000 a month,” 
the trustee stated. “I’ve cut expenses 
down to almost nothing.” 

Yorke was appointed trustee by 
the U.S. Federal District Court of 
Northern Illinois, Eastern Division, 
after Judge Lawrence Fisher deter- 
mined the company guilty of gross 
mismanagement on the basis of large 
hotel bills from the French Riviera, 
allegedly incurred by executives and 
charged to Seeburg. 

Yorke had been charged with 
looking after the floundering 
company since the beginning of 
February. The firm, which was not in 
assembly operations even at that 
time, was selling parts under the 
name of Seeburg Service Parts 


By Vicki Darlington 


Company. Unpaid liabilities then had 
climbed in excess of $300,000. 

A loan in the amount of $5.6 
million has been applied for. That 
Yorke feels may restore the ailing 
concern to financial solvency _ if 
approved. Local officials in that office 
already have given Seeburg the 
go-ahead, but final word from 
Washington has not yet been 
received. 

“If Seeburg gets that money, they 
stand a chance of setting forth a plan 
in which creditors might accept an 
extended period of time to be paid 
off,” Yorke said. 

Stern Electronics, Inc. recently 
tendered an offer of $1 million to 
acquire Seeburg jigs, dies, patents, 
tools, and parts; but Yorke indicated 
the figure was too low. 

“That (amount) doesn’t do any- 
thing for the creditors. At the present 
time, Seeburg owes in excess of 
$300,000 in debtor possession liabili- 
ties under the chapter eleven 
proceeding. In addition, they owe 
$400,000 in back taxes. Before you 
look around, the creditors won't get a 
dime,” Yorke told PLAY METER in 
a telephone interview. The com- 
pany, he added, owes a total of 
between $4-5 million to unsecured 
creditors. 

“The assets Stern wants are the 
major assets, and there is some dis- 
pute as to owns them,” he said. 

According to Yorke, John Dillon, 
former Seeburg chairman and treas- 
urer, began “purchasing” parts from 


‘Gross mismanagemen? 
leads to Seeburg shutdown 


Seeburg Service Parts Company in 
May 1979 with an initial lot worth 
$50,000, apparently under the 
assumption that it was a division of 
the Seeburg Corporation. An “JOU” 
entry was made in the books, stating 
“We owe you $50,000” and more 
parts were taken over a period of 
time, Yorke said. 

“When | came into the picture, 
however, I found out that the stock 
of the Seeburg Service Parts Com- 
pany is owned by Consolidated 
Entertainment,” of which the Lou 
Nicastro family is the major stock- 
holder. Consolidated Entertainment 
also owns the stock of the Seeburg 
Corporation. 

“At this point, the Seeburg Service 
Parts Company alleges that the 
Seeburg Corporation owes them 
$58,000. I can’t see it but it’s 
something to look into,” Yorke 
reported. 

“But I can’t operate Seeburg 
Service Parts Company when I’m 
trying to get Consolidated Entertain- 
ment to turn over parts to me,” he 
said. 

What further complicates an 
already cloudy picture is the possibil- 
ity that the parts have a lien on them 
by the Chase Manhattan Bank. 
There is some question of whether 
an inventory lien held by that bank 
was terminated or only partially 
released when the vending division 
was sold in 1979. 

“We'll have to go through the 
courts to settle this,” Yorke reported. 


AMOA president selected small business delegate 


AMOA President Bob Nims was a 
delegate to the White House Confer- 
ence on Small Business held in 
Washington the latter part of Janu- 
ary. 

Delegates chosen to represent 


small businesses in all 50 states met 
to discuss and vote on a number of 
proposals intended to help small 
business owners. 

Some of the areas discussed were 
capital formation, regulations, paper- 


work, training, inflation and energy. 

President Carter addressed the 
conference on Sunday evening. On 
Monday, delegates began the task of 
reviewing 397 pages of “issue 
papers.” 
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Cinematronics, Inc. and its two 
principals, Jim Pierce and Tom 
Stroud, Sr., have filed a patent in- 
fringement suit against Atari, Inc. 
and a San Diego, California operator 
February 1. 

Specifically named in the suit as 
the alleged infringement is Atari’s 
newest X-Y monitor game, 
Asteroids. 

The suit pertains to patent number 
4,053,740, a patent which concerns 
the use of a vector-generated display 
in conjunction with a video game. 

The license to this patent, along 
with patent 4,027,148 (a patent on 
the “vectorbeam” monitor) was 
acquired by Pierce and Stroud from 
inventor Larry Rosenthal on June 1, 
1979. The rights were then guaran- 
teed to Cinematronics. 

Through the suit, Cinematronics is 
asking for an injunction against the 
manufacture of Asteroids by Atari 
and an accounting for damages 
suffered by Cinematronics as result of 
the sale of the allegedly infringing 
device. 

The designer and manufacturer of 
the monitor, Electrohome, Ltd., of 
Ontario, Canada, is not named in the 
suit because the patent concerns the 
use of the monitor in a video game 
and not the manufacture and sale of 
the monitor itself. 

Manufacturers’ lawsuits, or threat- 
ened lawsuits, are common in this 
industry. Atari sued Fun Games over 


its use of Tankers. Gremlin had 
discussions with Ramtek about its 
Barricade copy of Gremlin’s Block- 
ade and with Exidy about its two- 
player version of Head-On called 
Crash. 

But it is the first time an operator 
has been included in a manufactur- 
er’s patent infringement suit. 


Mark Madura, owner of the 
Yellow Brick Road Arcade in La 
Jolla, California, University Towne 
Centre Shopping Mall expressed 
surprise at his being named in the 
suit. “Naturally I’m quite concerned 
about this suit,” he told PLAY 
METER, “not only because of my 
involvement but also for the sake of 
operators across the country who 
might find themselves in the same 
position.” 


He went on to say he_ was 
“distressed” to find himself named in 
such an action when the distributors 
from which he purchased the two 
Asteroids were not named. 


But Cinematronics’ patent at- 
torney, Henri Charmasson, 
explained that more parties would 
probably be named in the suit—in- 
cluding distributors and more opera- 
tors. 

Charmasson told PLAY METER, 
“There’s no use in our bringing suit 
against Atari if we don’t stop the 
distributors and users too. In order to 
protect interests, we have to stop this 


Cinematronics sues Atari, 
claims patent infringement 


infringement and get an injunction 
against anybody who may be either 
selling, distributing, or using the 
units. 

“We're not singling out the user,” 
he added. “That is not the case.” 


He explained that Cinematronics’ 
position is that Atari's Asteroids,game 
infringes upon Cinematronics’ 
patent; and Cinematronics, as the 
patent owner, has “the right to 
exclude anybody from making, 
selling, or using the patent without its 
authorization.” 

The Cinematronics attorney said 
that the majority of patent infringe- 
ment cases are settled by licensing 
agreements between the two parties. 


As for the users of the patent, 
Charmasson said, if Cinematronics 
prevails with its suit, any compensa- 
tion due the operator for purchasing 
the units would come from Atari as 
the infringing party. “Atari,” he said, 
“as the company that is putting the 
product on the market, is supposed 
to be giving an implied warranty that 
its product is not infringing on any- 
one else’s patent. As a manufacturer, 
it is guaranteeing that its unit is 
saleable and is not infringing on 
anyone else’s patent.” 


Atari has been given an extension 
until March 28 to reply to the 
Cinematronics claim. At presstime, 
Atari's attorney, Skip Paul, was un- 
available for comment. 


More license fees 


Butler, PA—$35 per machine 


Baton Rouge, LA—$50 per machine 

West Dundee, IL—$100 per game per year, $500 fee 
Winnetka, Schaumberg, Wills, IL—no games allowed 
Centerville, IL—$25 per jukebox and billiards; pingames, 


videos, $15 


Shawnee Mission, KS—$10 per machine per location, 
videos and arcade games; shooting games, pins $50 per 


year per machine per location 


Toledo, OH— $100 per game up to four; after that, you 
need an arcade license at $750 per year 

Fort Wayne, IN—$5 per game per location for license 
Indianapolis, IN— $500 for master license plus $5 per 


year per machine 


Farmington, UT— $500 per location per year or $20 per 


machine per year 


Memphis, TN—1/8 percent of gross receipts 
Lynden, WA—$10 per month per game 
Sumas, WA—$10 per year per game or $5 per month 


per game where alcohol is sold 


Pittsburgh, PA—$75 per game or $50 per jukebox 
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Kittanning, PA—$50 per machine 
Waco, TX—$7.50 per machine 
Camden City, NJ—$35 to $50 per machine 


Woodbury, NJ—$100 per machine 


Miami, FL —$55 occupational license, $50 per game 
Cheektowaga, NY —no fee 


Mid-Missouri, MO— $5 per game 


San Francisco, CA— $50 per game 


San Mateo, CA—$60 per game 


San Jose, CA—$50 per game 
Santa Clara, CA—$50 per game 


Mountain View, CA—$50 per game or jukebox 


Chicago, IL—$75 city tax 


Delran, NJ—$250 per year for one to ten machines; all 


others, $50 


Palmyra, NJ—$50 per machine per year 


Riverside, NJ—$25 per machine per year 


Fl Paso, TX —$15 per machine 


Montrose, CA—$10 per machine, $15 per pool table 


41 


es 


CM 

SCAT 
CHEMICAL 

COMPANY 


4EMIC A) 
IMPAN \ 


WILDCA\ 
NO. 125 
NBALL PLAY Fit. 
EANER AND POL(s: 


he dirtiest play field come: ww 


of ae 
ee 


ENDED BY 


_ Net Weight 16 oz 
BP OUT OF REACH OF CHILDF'N 


E INVADERS 


BLAST YOUR WAY INTO BIG PROFITS 


KNOCK OUT THE SPAC 


_ the hottest new s 


Se s 

. ~~ - 4 7 
is > SS 4 ae 
— foun ee 


pen 
- 


+ 


verse 


lf 
f; 
03) 


i 


eun 


4 


i 
i fe 
: 

4 


n th 


me | 


sherry 


’ 


AIN 


RIT. 


a 


r 
if 
aa 
4 
! 
| 
| 
t 
| 
| 
¥ 
* 
f 


TE rai eRe nas Cake baie 


ee ike 


1 sin 9 sDameeinaaaiaenenenen itera 


e 
i 
| 
‘ 
} 


ty 
7 
} 


| 


aC 


{ 
‘4 
| 
4 
* 
{ 
} 
- 
| 
, 
. 
4 


$ 


Bet 


a 


* 


POR 


i 


Babee rk 


1 


N COR 


TRO 


i 4 a 
ae 
: : Ww 
ry z ® 
s vr : 
—w - = . : ; 
Ss) = » 
~ ¢ 
— —_ 4 
= : O 
vo 
z ec 


: 


4Ab! 


+. 
hy 


« 


Paul C. Jacobs 


Jacobs joins 
Universal USA 


Paul C. Jacobs recently joined 
the Universal U.S.A., Inc., family as 
its executive vice president, effective 
January 14, 1980. He will be in 
charge of all American operations 
and also extensively involved in 
European sales activities. 

“Universal is very pleased to have 
a man of Paul’s knowledge and 
industry join our company,” stated 
John T. Nomura, president of 
Universal U.S.A. “He represents 
Universal’s commitment to attain a 
significant presence in the American 
marketplace.” 

Jacobs, 34, has been active in the 
coin machine industry for over 
sixteen years. Originally a Wurlitzer 
distributor in Milwaukee, Wisconsin, 
he has since held executive positions 
with Chicago Coin, Exidy, and 
Vectorbeam. 

Universal is currently shipping two 
new video games—Cosmic Guerilla 
and Galaxy Wars— _ which were 
recently previewed at the AMOA 
Show in Chicago. They are available 
in both upright and cocktail table 
models. 


See Our 
American Royal Shuffleboard 
and 
American Classic Pool Table 
and meet 
Nick Melone & Richard Delfino 
at Amusement Operators Expo 


— at 158, 159 Dauphine St. 


Since 1928 
mt 
SHUFFLEBOARD CO. 
210 Paterson Plank Rd. 


Union City, New Jersey 07087 
(201) 856-6633 


Exidy II is now official. Be- 
ginning withTailgunner II, the new 
Exidy II logo is being seen on game 
cartons, product brochures, and ads 
and it will soon be replacing the 
Vectorbeam sign at their Union City, 
California, production facility. 

Exidy’s President Pete Kauffman 
reported, ‘We feel the beginning of 
Exidy II represents the merging of the 
high standards and quality techno- 
logical achievements in the two 
organizations. The name _ change 
marks the unifying of the two groups 
to work together to reach new levels 
of excellence in our future products.” 

The transition from Vectorbeam to 
Exidy II is going well. Warriors,. the 
last game to use the Vectorbeam 
name, has proven to be an excellent 
product with an innovative dimen- 
sion in visual attraction. Tailgunner 
II, the first of the Exidy products, also 
applies this unique depth perception 


Vectorbeam 


i] 
asl 
= Exidy Il 
together with the total action 


environment that Exidy became 
known for with the overwhelming 
success of Star Fire. “The change 
from Vectorbeam to Exidy II with 
Warriors to Tailgunner 2 is a very 
positive progression for _ the 
company,” said Kauffman. 

Ed Anderson, plant manager for 
Exidy II, who has been with the 
Vectorbeam group since its early 
organization, contirmed the good 
feelings about the change. “Our goal 
is to be number one,” he said. “We 
believe that the Exidy name, as well 
as their experience in the industry, 
was advantageous to reach that 
goal.” 

Anderson indicated that the Vec- 
torbeam staff is pleased with the 
merger and name change. “The new 
Exidy II sign in front of our building 
will be a symbol of our unity and 
growth,” he noted. 


Disney film could mean additional 
‘Star Fire’ profits 


Midnight Madness, a_ new 
adventure film from Disney studios, 
features Exidy’s Star Fire video game 
in a significant role. 

The game play becomes an 
intricate part of the action in this new 
movie that centers around a treasure 
hunt where competing teams of 
college students seek clues to lead 
them to the treasure. They are 
directed to an arcade, where they 
must attain the high score on the 
Star Fire game to get a clue. The 
video images of the game action on 
the movie screen add to the excite- 
ment and intrigue in the movie. 

Ted Michon, Star Fire game de- 
signer, provided the technical assist- 
ance to get the footage for the 
scenes. A special converter was used 
to allow the film crew to videotape 
the game play. The tape was then 
converted to film for the movie. 

“This process of converting the 
format is necessary due to the 
differences in image production 
technology,” explained Michon. 


“We are pleased that Disney 
producers selected our game to 
feature in the movie,” said Pete 
Kauffman, Exidy president. “The 
explosive color action of Star Fire on 
the movie screen will attract new 
attention to the game.” 

Midnight Madness opened in early 
February. The new Disney “parental 
guidance” rated film has received 
good reviews and it will be widely 
distributed. The exposure is excellent 
for the industry and could lead to a 
new promotion for the Star Fire 
game. 

“Operators having the game in 
their locations should consider get- 
ting some of the movie public 
relations material and place a sign, 
‘Highest Score Might Find the 
Treasure, as in Midnight Madness’, 
above the Star Fire game,” suggested 
Carol Kantor of Business Builders 
Promotion Agency. 

The extra exposure in the Disney 
movie is sure to have a positive 
impact on the game’s collections. 


OBA omitted from category 


O.B.A. Inc., which — supplies 
replacement parts, was inadvertently 
omitted from the Replacement Parts 
category in PLAY METER’s Febru- 
ary Directory Issue. 

The company is headquartered at 


2522 Irving Blvd., Dallas, Texas 
75207 (telephone 214/630-8004). 
O.B.A. handles Challenger billiard 
supplies, coin-op game _ supplies, 
fussball parts, Challenger fussball 
tables, and Challenger chemicals. 


Employee Theft: 


If your employees tell you 
“Don’t worry, Boss,”’ 


it’s time to worry 
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Don’t let your employees see this 
article, operators. And don’t talk 
about it, either. You’re being robbed 
—and here’s how. 

Did you know that...you can 
actually suck coins out of a cash box 
with a vacuum cleaner? That you can 
scoop coins out of almost any full 
cash box with your fingers? That you 
can wrap scotch tape—or, better yet, 
masking tape—around a_ pencil, 
sticky side exposed, and fish coins 
out? (An old trick, admittedly, but it 
still works.) That you can perform the 
old “lift up the playfield and shake 
the cash box” trick? 

But perhaps the best of all is the 
“unscrew the bracket that holds the 
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By Barry Fireman 


cashbox and take the whole cash box 
home” trick. This only works on most 
flipper games, where, directly behind 
the box, is the bracket attached to a 
piece of plywood. The bracket has a 
hole on the top through which the 
padlock attaches the cash box to the 
machine. After the cash box is taken 
out, flip it over, and shake until 
done. Just two little screws to hold a 
couple of hundred dollars? Boggling, 
isn’t it? 

But there are even more elegant 
methods available to the employee 
who prefers a simpler mode of theft. 
Try squeezing the sides of the cash 
box until the lid pops off its tracks. 
This facilitates scooping out quarters 
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by the hands-full. 

Shocked? No? That’s_ terrific— 
what have you done about it? Here’s 
what some of the operators I’ve 
spoken to about it have had to say: 

“Our collectors are honest.” 

“We check our meters daily and 
they check out just fine.” 

“I collect and fix the machines my- 
self, so I don’t have to worry about 
meters or bookkeeping systems.” 

This one’s priceles—“We’re so 
busy, who’s got time to check 
meters, anyway?” 

When I first went into business, I 
bought about ten pins from a person | 
thought was a good operator. The 
machines came in without lids on the 


45 


S. 
gions © 
A mine®: ah 
ese ° 


chard? 
" helP 
pile 


_ The games people really play. 


SEG ” GREMLIN INDUSTRIES, INC. 8401 Aero Drive 
San Diego, CA 92123 (714) 277-8700 TWX 910-335-1621 


cash boxes. I called him to see what 
happened to the lids. Not only did he 
not know where the lids were—he 
didn’t know what the lids were. 

I jogged his memory with. a brief 
explanation and then he remem- 
bered—they were the cause of many 
service calls because his collectors 
put them on wrong. The coins would 
jam on and around the lids and 
everyone in his company was much 
happier without them. 


I remember another of my early 


experiences, this time with my first 
amusement center. It was a rainy 
Saturday afternoon when business is 
at its best. But we ran out of 
change—unexpectedly, | might add 
—and without change, of course, we 
might just as well have closed up and 
gone home. (I must hasten to add 
that we have since revised our 
change-handling procedure and no 
longer run out of quarters.) 

I received a phone call from the 
manager of one of my centers. “Hey 
boss, I’m running out of quarters. 
What should I do?” a harried voice 
on the other end of the line queried. 


“Hold on,” I said. “Ill send 
someone with a key so you can buy 
quarters out of some of the cash 
boxes.” 

‘Just a second,” he said. Muffled 
voices. Then, “Never mind, boss. 
You don’t have to qo to all that 
trouble. We can get the quarters out 
without opening up the locks. I'll put 
bills in for the quarters | take out. 
That'll keep my change bank and the 
collection money straight.” 

‘How can you do that?” I asked, 
as calmly as my wildly beating heart 
would allow. 

“It’s easy,” he reported breezily. 
“We remove the glass (this is on a 
pinball machine), tilt back the cash 
box, slide the lid back just a crack, 
and shake like mad. Out come all the 
quarters.” 

“What 
asked. 

“Don’t worry about that, boss. 
There is just enough play between 
the padlock and lid to allow it to slide 
back about a quarter of an inch. 


about the padlock?” | 


Don’t worry, I'll take care of 
everything.” The connection was 
broken. 


Don’t worry. I was frantic. My 
whole security system wasn’t worth a 
damn and | didn’t even know it. 


I got in my car and sped to the 
game room but by the time I got 
there, the cashectomy had been 
successfully concluded. The games 
were all being played and I wondered 
how the meters would check out. 

The meters, you'll probably 
remember, in those early days regis- 
tered replays and paid games on the 
same reading. I reminded the 
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manager how closely I checked the 
meters but somehow I wasn’t really 
reassured by making that veiled 
threat. Our meters never checked 
out, anyway. We always were lucky 
to get them close. And sometimes 
they were so far off that it wasn’t hard 
to believe that you were looking at a 
reading from the wrong machine. 


The manager, ever on his toes, 
was quick to come up with a 
solution. His suggestion, which I 
blush to admit I considered, was to 
put a psychiatrist on the payroll to 
help us deal with our anxiety attacks. 
I was a desperate man. 

Whenever a discrepancy crops up, 
I always ask a standard question— 
“What's wrong with the machine?” 
That inquiry doesn’t accuse anyone 
of wrongdoing. It simply assumes 
that something is wrong with the 
machine, not the people who work 
on, in, and around it. In fact, that 
question gives employees a chance 
to say something canny like, “Oh, 
yeah, boss, that machine was out of 
order and the shortages are actually 
tests. I’m sorry I forgot to mark them 
on the tape. I was busy.” 


I, of course, am not totally lacking 
in pithy rejoinders. “Oh,” I say. 
“Damn,” I think. “Please be more 
careful next time and record your 
tests. You know we can’t keep track 
of these machines without accurate 
test figures.” 

The problem is that the employee 
is better off not marking the tests 
which makes for a very serious 
problem involving the bookkeeping 
systems, both digital and mechanicl, 
and cash boxes. Both systems 
together are about as useful in our 
industry as a jet engine in your 
house. It will impress a lot of people 
but it won’t fly. 

I know some operators who use 
mechanical meters on new digital 
flipper games because they can’t be 
bothered with all the confusion 
involved. Coins through chute one, 
chute two, and chute three. Replays 
on score, match numbers and 
specials, total games and games and 
replays, total replays on score and 
match numbers, how many minutes 
the ball was on the playfield including 
the time the player had to run to the 
rest room unexpectedly. 


Who cares? What happens when a 
fuse blows and the game won’t start 
up and the mechanic pulses the coin 
switch fifty or sixty times trying to find 
out what is wrong? Kiss your 
bookkeeping system goodbye for 
another week. 

And what happens when _ the 
board is on the blink and has to be 
shopped? What happens when the 
batteries run down? I'll tell you in 


one word what happens.....poof! 


The industry needs a new set of 
standards. Every flipper and novelty 
game should conform to a set of 
industry regulations—a “state of the 
art’, if you will. The problem is that 
each genius in each factory is afraid 
to be outdone by another genius in 
another factory. So all the golden 
factory prodigies are giving little 
thought to better control systems— 
I’m pleading for us all, I think, when I 
ask that manufacturers make it 
possible for us to live with our 
machines. 

Those control systems need to be 
overhauled so that we operators can 
make bigger profits—to pay you, the 
manufacturers, more for the increas- 
ingly costly machines you’re making. 

All of which points to yet another 
problem—capturing the ear of 
manufacturers is as difficult as 
capturing the Holy Grail. Believe me, 
I tried at the last AMOA show and 
I've concluded that they all have 
short attention spans. 


You all probably remember a few 
years back when a really terrific 
television game debuted which took 
in lots of money. Strangely enough, 
the cash box was designed well and 
only with a great deal of difficulty 
could you rob quarters out of it. On 
and on went the steady collections. 
There semed to be no end in sight to 
the game’s popularity. 

The manufacturer, hoping to cash 
in on a good idea, made a “super” 
version of the game. Of course, we 
operators bought it and _ first-week 
collections showed both the old and 
new versions of the game doing well. 
Then, as could be expected, the 
money began to shift away from the 
old model to the new. 

Then a strange thing happened. 
The new model began to collect less 
and less money. The meter showed 
more and more. 

“What's wrong with this 
machine?” was my stock question. 

“Don’t know, boss,” was the stock 
reply. 

Check, check, search, investigate, 
ask questions, think, think, think. 
No! It couldn't be! Somebody in my 
employ was stealing. Of course, 
Sherlock Holmes merely would say 
“elementary” and point to the 
culprit—the newly designed cash box 
which was very shallow with big 
square holes in the lid. 

Why, all a person inclined toward 
dishonesty need do is stick their 
fingers in and take out as many 
quarters as they desire. We caught 
and fired the thief, needless to say, 
and redesigned the cash box. 


We sent a copy of the cash box to 
the manufacturer and, lo and 
behold, one year later they re- 
designed my redesign of their original 
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design. And guess what—you can 
still take as many quarters from their 
redesign of my redesign of their 
design. It’s a vicious circle... 

Incredibly naive, most operators 
and manufacturers. When you stop 
to think of the dollar amount 
employee dishonesty represents in 
national industry loss figures—more 
than holdups, robberies, and shop- 
lifting combined—you must conclude 
that this particular industry is getting 
ripped off accordingly. 

Perhaps saddest of all is that none 
of us are taking steps to do anything 
about it. And worse, we don’t seem 
to care. 

The cash box should be placed in 
a part of the machine which is not 
accessible to people who, even 
though they have a_ legitimate 
business in the machine, might be 
tempted by the “easy” money. It’s 
not out of the question—there’ve 
been some machines, mostly tele- 
vision and novelties, in the past 
which have implemented this idea. 

The cash box should be designed 
in such a way that the coin must go in 
the box directly. How many times 
have you found coins inside the 
machine which have missed the cash 
box completely and rolled all over 
the place? 

Quarters sometimes have landed 
directly on the board, blowing it to 
kingdom come. You all know, as 
well as | do, that tape over the hole 
will ensure that the coin will never 
reach the box. When the door closes, 
the mechanism should reach all the 
way into the box. Any tape or paper 
on the hole will be torn or pushed 
away, or will not allow the door to 
close. The coin should drop deep 
into the box and the box, of course, 
should be sturdy, solid and tamper- 
proof. 

Meters should not depend on the 
coin switch for activation but should 
be independently powered by 
rechargeable batteries. Coins should 
be counted as they enter the box, not 
as they pass over the coin switch. A 
coin switch reading could be em- 
ployed as a back-up which might also 
tell how many tests were conducted 
on the game. 

The situation as it now stands is 
that tests show up asa coin. | suggest 
that a separate coin switch or a photo 
cell that actually sees the coin enter 
the box be incorporated into the cash 
box design. 

Humor aside, operators need 
help. Cash box redesign is impera- 
tive. There must be a change. But 
manufacturers will not know there’s a 
problem unless operators make it 
known to them by letters and phone 
calls. 

Stand up 
operators. 


and be counted, 
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The most 
profitable 
Kiddie Ride 
—Ever! 


t t 
The hydraulic helicopter seats one child and has two controls, one to 
raise and one to lower, plus a push button for a machine gun. The 
helicopter goes up four feet. 


Suppliers of the Hits 


U.S. BILLIARDS @e EXIDY e MEADOWS e ATARI 
CINEMATRONICS e WILLIAMS e GOTTLIEB 
BALLY e SEEBURG e ROWE AMI 


BIELNANVI 


The Finest WorldwideExportService 


supplying the world with 


PHONOGRAPHS e FLIPPERS @ VIDEO GAMES 
ARCADES e BINGOS @ SLOTS 


BELAM EXPORT CORP. 


51 Madison Ave (Belgian Office) 

New York, N.Y. 10010 17A Korte Winkel Straat 
Tel: 212/689-5633 B- 2000 Antwerp. Belgium 
TELEX: 223333 Tel: (31) 32-59-46 
CABLE: BELAMEX NEW YORK (Paul Schmit. Manager) 


NEW YORK MIAMI BELGIUM CHILE 
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There’s nothing passive about this jukebox. Every- 
thing about Techna has been designed to attract more 
sales. To make your jukebox operation more profit- 
able than ever before. 

Techna’s Compelling exterior contours and illumi- 
nated:graphics extend around all three sides to make 
it strikingly conspicuous from every vantage point. A 
new elegantly styled slim cabinet means you can set 


Techna anywhere. 


Teenna maximizes play time, too. 
Anytime. Because Hit Tracker enables 
you to program Techna to serve you 
best. Rock-Ola’s exclusive Bonus Play 
adds playing excitement. During inac- 


HOLA 


Rock-Ola Manufacturing Corporation 


800 N. Kedzie Ave., Chicago, IL 60651 
© 1979 RMC, Chicago, IL 


tive periods, Techna draws attention by playing a 
complimentary record. And only it can compute and 
display the top 3 location hits, a location proven fea- 
ture that stimulates uncertain players and challenges 
others to push their own favorites into the top 3. 
Techna reflects the proven success of other Rock-Ola 
space age designed programmable jukeboxes, which 
have already dramatically increased operators’ profits. 
And Techna is dependable. Engineered and crafted 
by Rock-Ola, world recognized for 
trouble-free operation. 
Want to get the most profit out of 


your jukebox? Put Techna in. And 
let the future pay off now. 


Coin-op video system allows 
personal sports analysis 


Video Dynamics, the company that 
has given PGA Tour players instant 
video replays of their golf swings, will 
debut a coin-operated version at the 
Amusement Operators Expo, March 
20-22 in New Orleans. 

Instant Replay is the trademarked 
name of the only self-contained, 
coin-operated video system on the 
market. Video Dynamics touts. its 
uses as “limitless.”” However, tennis, 
golf, baseball, and track and field 
athletics are immediate considera- 
tions for Instant Replay. 

With its mobility and 145-pound 
weight, the machine developed by 
Paul Wakefield can be located at 
driving ranges, tennis courts, batting 
cages, bowling alleys, and numerous 
other facilities. 

As an example of its use, Instant 
Replay may be located by an 
operator on a golf driving range or at 
a country club course. For $1.00 a 
golfer can have several of his/her 
golf swings taped for one minute by 
Instant Replay. 

The video system will then play 
the tape back for two minutes at 
regular speed, slow motion, or stop 
action, depending upon player 
selection. Coinage and time is totally 
operator programmable. 

Manufactured in Utah with a 
factory support of advance replace- 
ment of PCBs and parts, Instant 
Replay has been thoroughly field 
tested for both income and product 
reliability. From these field tests 
Video Dynamics has determined a 
revenue division suggested at 80 
percent to the operator and 20 
percent to the location. 

Presently at a golf driving range, 
the golfer takes his/her swings while 
another person holding the camera, 
tapes the golfer’s action. They must 
then proceed to a facility where the 


P.O. Box 322 
MENTOR, OHIO 44060 


[ 216] 255-7757 in Ohio 


OUSIDE OHIO CALL 
TOLL FREE 1-800-321-7056 


See us at Booth # 149 at the 
Amusement Operators Expo 
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Instant Replay is shown here with its 
included 36-inch portable — stand. 
With hood, the unit has 70-inch 
height, weighing 145 pounds. 


tape can be shown on aé_ video 
cassette player. This process, on the 
average, costs about $8. 


Instant Replay need not be 
attended by anyone from the golf 
course nor operated by anyone aside 
from the golfer. In addition to the 
money savings, the golfer using 
Instant Replay gets immediate read- 
ing on what he/she is doing wrong. 

A remote unit to plug in for a golf 
pro’s use for lessons gives total 
control of the unit with a 20-foot 
cord. 

Environmental controls are auto- 


DO YOU HAVE A PROBLEM WITH — 


¢ Component removal 
e Static sensitive devices 


¢ Cleaning P.C. boards & components 


° Soldering or desoldering 


matic, designed to maintain 
temperature and humidity within 
manufacturer specifications during 
operation. 

Length of recording times at the 
owner-operator’s control are one, 
1.5, two, four, six, and_ eight 
minutes. 

Quarters to operate can be set at 
one to eight ( 25 cents to $2.00) at 
the owner’s control. 


Other specifications of Instant 
Replay: 
Height: 34 inches. 
Width: 31 inches. 
Depth: 24 inches. 
Recording format: VHS. 


Maximum recording time: 


two hours. 
Tape life: 2,000 vend plays. 
Tape replacement cost: $20. 
Electrical power: 110 volt A. C. 


Weather considerations are ranges 
of 30—105 degrees F. temperature; 
humidity, O—99 percent ambient, 
not submersible. 

Case construction is high-impact, 
wood reinforced, laminated fiber- 
glass. The case is termed “weather- 
proof under all but the most extreme 
conditions” and “vandal proof.” 


Lighting factors are termed ‘“ex- 
cellent,” from brightest sunlight to 
night lighted courses to normal 
interior light. 

For more information on market- 
ing Instant Replay, write or call: 
Video Dynamics, P. O. Box 9335, 
Ogden, Utah 84409: telephone 
(801) 393-1981. 

Video Dynamics also announced 
in New Orleans that Don Hutmier 
has been appointed as vice president 
of marketing. Hutmier is available at 
Reno, Nevada: telephone ( 702) 
826-6588. 


e Lifted or broken tracks or pads 
© Salvaging good components 
e Field service capabilities 


WE HAVE THE SOLUTION. 


Our Kimco Catalog contains: solvents, cleaners, anti-static wrist straps, cutters, 
formers, shears, pliers, tweezers, strippers, anti-wicking tools, crimpers, 
soldering irons, tips, resistance soldering & static free soldering stations, self 
contained desoldering stations, ultrasonic cleaners, and 3-M brand transparent 
static shielding bags, non-corrosive foam, conductive table tops, and field 


service kits. 


REWORK — REPAIR — TOOLING for ELECTRONICS 
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Now is the time to look for 
those unknown singers 


I've read in the radio “trades” 
recently that it’s the “easiest time 
ever” to get new artists exposed on 
the radio. Maybe that’s true. If it is, it 
occurs to me there could be many 
theories, one of which might be that 
it's all because of the increasing 
competition for the radio listener. 
Radio programmers are entering an 
aggressive decade which could go 
farther to prove that we’re about to 
musicially revisit the Sixties. You 
remember the time—it was when 
someone by the name of Crispian St. 
Peter found himself a household 
name. 


PILOT OF THE AIRWAVES— 
Charlie Dore—Island IS 49166 
Bearing in mind what I’ve just 
said, here’s a perfect example of a 
newcomer who still reminds one of a 


couple of ladies already _ well- 
established in the music biz. That’s 
right—this Charlie is a lady—like the 
one in the perfume ads. And she 
sounds like a cross between Joni 
Mitchell and Joan Baez. That’s quite 
a combination, too. The song is 
refreshing, up beat, and exceptional- 
ly produced. It’s an ode to a radio 
disc jockey, and that in itself gives it 
some merit. Watch for some country 
action, too. Seven out of ten or 
higher. 


TWO PLACES AT THE SAME 
TIME—Ray Parker Jr. & Raydio— 
Arista AS0494 

Something new from the group 
that used to be called simply by the 
moniker of “Raydio”, but it’s appar- 
ently time to give recognition to that 
mellow voice which always highlights 
their material. We have a nice soulful 
ballad here with a mid-tempo 


danceable beat. The lyrics are typical 
but effective. You'll have to listen to 
find out where those two places are, 
by the way. Soul charts—eight out of 
ten; might cross over to Pop. 


CARRIE— Cliff Richard — EMI Amer- 
ica P-8035 

“We Don’t Talk Anymore”, Cliff’s 
hit Stateside in a few years was a 
perfect song (and it still is). There 
aren’t too many “perfect” records out 
there and with this new single from 
the current album, Cliff tries to live 
up to the precedent he set with “We 
Don’t Talk...” and comes very close. 
It’s an interesting song with a good 
story in the lyric. Once again, the 
arrangement is flawless and the sax 
solo blew me away. A mystery is set 
up in the body of the song, then bass 
and synthesizer fade at the end, sort 
of leaving the solving to the listener. 
Eight out of ten or better. 


The records are rated as follows: 10 out of 10 = Top 10 peak; 9 out of 10 = Top 20 peak; 8 out of 10 = Top 


30 peak; 7 out of 10 = 
break in half. 


Top 40 peak; 5 or 6 out of 10 = 


Somewhere in Top 100; 4 or less = Forget it, loser, 
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LOVE ON A SHOESTRING— The 
Captain & Tennille—Casablanca NB 
2243 

What can you say about these 
two? Just when it seemed like they 
had all but died off and run out of 
silly love songs, they suddenly re- 
appear on a new label with a gutsy 
new sound, no less. This one isn’t 
quite as sexually blatant as “Do That 
To Me One More Time’, but Toni 
Tennille’s voice continues to purr sex 
and Daryl Dragon’s synthesizer keeps 
ya honest. This one is hot on the 
heels of the aforementioned smash 
and should get a lot of exposure. Ten 
out of ten—Top 10 record any- 
where. 


TAKING SOMEBODY WITH ME 
WHEN I FALL —Larry Gatlin & The 
Gatlin Brothers Band—Columbia 
1-11219 

Larry Gatlin and his brothers have 
a definite country following and he 
may expand his audience in all 
directions with this one. It sounds a 
lot like the music of Kenny Loggins 
and is definitely crossover material, 
but it’s very hard to tag a label on. It’s 
not country—entirely. It has a 
bossa-nova beat with that sort of 
percussion and appealing vocals. 
You've got to hear this one to believe 
it’s who it says it is. Definite crossover 
material penned, sung and co-pro- 
duced by Larry Gatlin. Nine out of 
ten country—eight out of ten MOR— 
and a possibility of at least a seven 
out of ten Pop. 


GIRL WITH THE HUNGRY EYES 
—Jefferson Starship — Grunt 
Jr 11921 

It's gonna be tough to match the 
success of “Jane”, but an effort to 
attain such heights is very much in 
evidence with this high-powered, 
pound-it-out rocker from the Ip 
“Freedom at Point Zero”. It’s Grace 
Slick-less, of course, and sounds a 
little like something Cheap Trick 
might do, all the while maintaining 
the “sound” of the Starship. Should 
do well on its own merit, without 
relying on the group’s name, but it 
won't hurt. Eight out of ten or better. 


DO RIGHT— Paul Davis—Bang ZS9 
4808 

Here’s the first one in quite some 
time for the _ sensitive balladeer. 
There are definite religious under- 
tones and the song may come off as 
a sermon. Not that that’s bad—on 
the contrary, it may help sales. And 
like I said, it’s been a while since Paul 
Davis has been with us and who 
knows what he’s been up to? The 
record is very well produced and has 
a message. Seven out of ten at least. 


PLAY METER, April, 1980 


PLAY METER HOT STCFF 


HIM— RUPERT HOLMES—MCA *** 

TOO HOT—KOOL & THE GANG—DeLite *** 
99—TOTO—Columbia *** 

DESIRE— ANDY GIBB—RSO 

LONGER— DAN FOGELBERG 

ANOTHER BRICK IN THE WALL (II) —PINK FLOYD—Columbia *** 
WORKING MY WAY BACK TO YOU— SPINNERS — Atlantic 

HOW DO I MAKE YOU—LINDA RONSTADT—Asylum *** 

ON THE RADIO— DONNA SUMMER — Casablanca 

BACK ON MY FEET AGAIN—THE BABYS— Chrysalis *** 
REFUGEE— TOM PETTY—Backstreet (MCA) 

SEPTEMBER MORN—NEIL DIAMOND—Columbia * ** 

GIVE IT ALL YOU GOT—CHUCK MANGIONE—A & M 

SECOND TIME AROUND— SHALAMAR~— Solar 

RIDE LIKE THE WIND— CHRISTOPHER CROSS—Warner Brothers 
THREE TIMES IN LOVE—TOMMY JAMES—Millenium *** 
SPECIAL LADY—RAY, GOODMAN & BROWN—Polydor * ** 

I CANT TELL YOU WHY—EAGLES— Asylum 

OFF THE WALL— MICHAEL JACKSON— Epic *** 

COME BACK—J. GEILS—EMI America *** 

CALL ME—BLONDIE— Chrysalis *** 

YES PM READY—TERY DE SARIO WITH KC — Casablanca 
WITH YOU PM BORN AGAIN—BILLY PRESTON & SYREETA— 
Motown 

DAYDREAM BELIEVER— ANNE MURRAY — Capitol 

KISS ME IN THE RAIN— BARBRA STREISAND—Columbia *** 
WHEN A MAN LOVES A WOMAN—BETTE MIDLER—Atlantic *** 


PLAY METER PICKIN’ & GRINNIN’ 


YEARS— BARBARA MANDRELL—MCA 

I AINT LIVING LONG LIKE THIS —WAYLON JENNINGS—RCA 
DAYDREAM BELIEVER— ANNE MURRAY — Capitol 

MY HEROES HAVE ALWAYS BEEN COWBOYS— WILLIE NELSON 
—Columbia *** 

I] WISH I WAS EIGHTEEN AGAIN— GEORGE BURNS— Mercury 
NOTHING SURE LOOKED GOOD ON YOU— GENE WATSON— 
Capitol 

WHY DON’T YOU SPEND THE NIGHT—RONNIE MILSAP—MCA 
CRYING— STEPHANIE WINSLOW — Warner-Curb 

LYING TIME AGAIN— MEL TILLIS—Elektra 

NUMBERS— BOBBY BARE— Columbia 

SUGAR DADDY — BELLAMY BROTHERS— Warner-Curb 

rD LOVE TO LAY YOU DOWN— CONWAY TWITTY—MCA 


PLAY METER FUNKIFIED 


THE SECOND TIME AROUND— SHALAMAR — Solar 

SPECIAL LADE—RAY, GOODMAN & BROWN—Polydor *** 
AND THE BEAT GOES ON— WHISPERS — Solar 

GOT TO LOVE SOMEBODY — SISTER SLEDGE— Cotillion *** 
TOO HOT—KOOL & THE GANG—DeLite *** 

ON THE RADIO— DONNA SUMMER — Casablanca 

BAD TIMES— TAVARES — Capitol 

WHAT I WOULDN'T DO— ANGELA BOFILL—Arista GRP 
THEME FROM THE BLACK HOLE— PARLIAMENT — Casablanca 
YOU ARE MY HEAVEN— ROBERTA FLACK & DONNY HATHAWAY 
— Atlantic | 

WORKING MY WAY BACK TO YOU— SPINNERS — Atlantic 
STOMP— BROTHERS JOHNSON—A & M 


*** Records previously reviewed by PLAY METER 


New Orleans Arcade Spotlight: 


When the ‘Jolly Ox’ moved in, 


In years past, a developer who 
allowed an amusement arcade in his 
shopping center exiled it to the most 
discreet corner. 

But with the increaing sophistica- 
tion of game technology and a 
diminished association with all the 
traditional negative facets of the 
industry, these entertainment stores 
have achieved respectability. 

“We’ve proved we can pay the 
rent,” says Don Hanson, president of 
a New Orleans-based company 
called Jolly Ox Arcade. 

In fact, an arcade called Funland, 
for which Hanson supplies 55 video 
and pinball machines, has been 
drawing customers to Village Aurora 
Shopping Center on New Orleans’s 
West Bank in droves. Funland 
opened in June 1979, an arm of the 
company’s operations in Monroe and 
Baton Rouge, Louisiana. 

“The arcade has introduced a lot 
of parents to the shopping center,” 
says Nancy Osborne, marketing and 
promotional director for Véillage 
Aurora. “Maybe they would not have 
shopped here had they not come to 
bring their children.” 

Osborne also credits the arcade 
with bringing in clientele other than 
the teen-age group. 

‘Businessmen in the area office 
buildings come to participate in a 
sport that takes them back to their 
youth,” she observes. 

“They might stop by the ice cream 
parlor or get a hair cut here because 
of the environment. 

“There are not many recreational 
opportunities in this area—no skating 
rinks, for example,” she says. 


Funland, an arcade stocked with 5 5 video and pinball machines, is slickly packaged Osborne said although several 
in a Colorado-style decor of natural wood and eye-pleasing graphics. Nancy Osborne, merchants adjacent to the arcade, 
marketing and promotional director for the Village Aurora, feels that the enter- notably clothing stores, feared that 
tainment center has introduced a lot of parents to the shopping center that may not noise and crowded sidewalks would 
have stopped in on their own. result when Funland opened, that 


didn’t happen. 
“We let the young people know 
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no one had to move out 


we would not allow them to loiter 
and there would be no smoking, 
drinking, or eating on the premises,” 
she says. 

“The stores adjacent to the arcade 
still complain about the ringing of the 
machines, but that problem can be 
solved by further sound-proofing of 
the walls,” 

Despite the initial reservations of 
some merchants, the managers of an 
ice cream parlor and a Mexican 
quick-food restaurant agree that 
Funland has sent business their way. 

“Most of the store owners were 
scared at first that there would be 
problems, but it’s been exactly the 
opposite,’ says Robert Perry, mana- 
ger of Taco Toro. “We haven’t had 
any trouble. 

“They come in to get something to 
eat or drink and they pick up after 
themselves. 

“On Saturdays and on _ school 
holidays we can tell business has 
increased,” Perry says. “We’re sitting 
here hoping for summer. Kids spend 
more money here than families.” 

Jerry Conrad, manager of Bres- 
ler’s 33 Flavors Ice Cream Shop, 
says his children frequent Funland. 
His personal preference is the 
foosball game. 

“The kids the arcade brings in 
eventually get tired and come in here 
to sit,” says Conrad. “They don’t 
spend a lot of money but the place 
creates traffic which helps everybody 
a little.” 

Conrad would like to see more 
promotion at the arcade, like a 
foosball or pinball tournament. The 
mere mention of a tournament, he 
thinks, would bring even more 
business—to Funland and Bresler’s. 
“The kids have to go in to practice, 
don’t they?” 

Osborne says the shopping center 
management is planning a_ pinball 
tournament to be held in the parking 
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lot for the spring or summer to attract 
West Bank locals to the arcade and, 
hopefully, to other areas of the 
shopping center. 

Hanson concedes that fellow 
merchants are often leery of .the 
atmosphere they think will be created 
by the introduction of an arcade into 
a shopping center or mall, but he 
believes the image can be stymied by 
good management. 

“One of the major problems an 
arcade has in a strip center (like 
Village Aurora) is control of the 
customers,” Hanson says. “I think 
by and large we’ve proved that our 
customers are no worse than any 
others. 

“Our manager makes sure the 
store front is clean, and he knows a 
majority of our customers on a 
personal basis. 

“If you have good management 
inside your store,” Hanson believes, 
“kids will behave themselves outside 
your store.” 

While developers want to be 
selective about their tenants and 
merchants about their neighbors, 
Hanson says there’s a fine art to 
choosing a successful location for an 
arcade. For every thirty or so possible 
locations that Jolly Ox Arcade 
considers, only one provides the 
correct exposure for an arcade, he 
saVs. 

The secret, Hanson says, is demo- 
graphics. 

“You have to have the proper 
mixture of tenants and a neighbor- 
hood that is in the family formation 
age group,” he says. 

“You take Uptown New Orleans 
(an old area of the city)—you have 
an area with less children in the 
proximity of a store location. But in 
suburban areas you have young 
families with kids and a_ closer 
proximity to the schools.” 

Hanson says that while he’s con- 


By Sharon McRae 
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Robert “Radar” Perry, right, and Cindy Seba 
confer over the packaging of an order at Taco 
Toro, a Mexican fast-food restaurant. Perry, 
the manager of the growing concern, 
reported that merchants were apprehensive 
of the arcade at the first but their fears were 
never realized. 
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Profits ZOOM 
with our individually 
customized Tokens 


IT’S A PROVEN 
FACT... 


Your Profits will MULTIPLY when your 
equipment is CONVERTED Quickly and 
Easily... to TOKEN OPERATION + 
We have designed an EXCLUSIVE Pro- 
gram for YOU and the entire coin oper- 
ated amusement and vending industry 
+ Ask for details ... Free ideas. Free 
Color Catalog. Special Free Token 


Samples. 
(XY) Meyer & 
"a's Wenthe 
7220 W. Wilson Ave. 


(312) 867-7575 
Harwood Heights, Illinois 60656 


Music & Games 
Technicians 
Read Piay Meter. 
What 
About 
You? 
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The Only Magazine 
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Karen Horne, left, and Manager Jerry Conrad ring up a sale at Bresler’s 33 
Flavors Ice Cream Shop. Conrad, who noted that traffic in his store has 
increased as a result of the arcade, would like to see more promotion at the 


entertainment center, 
shopping center. 


stantly looking for shopping centers 
and malls that meet this criteria, he’s 
actually not interested in a center 
with less than 100,000 square feet 
because any center smaller doesn’t 
generate enough foot traffic. 

Village Aurora is smaller, but, 
Hanson says, its situation in the 
community is unique. 

“It’s separated from other shop- 
ping centers and entertainment cen- 
ters,” he says, “but it’s located in an 
affluent area with families who have 
young children.” 

Hanson admits that the proximity 
of a six-plex theater in the shopping 
center has helped tremendously to 
attract clientele. 

He agrees with Conrad that 
promotion of the arcade is important 
and that the business of one 
merchant can easily become the 
business of another. 

“You can’t put games in, sit back, 
and expect to make money,” he 
says. “You have to promote your 
product as aggressively as any other 
merchant.” 

Hanson believes a common pro- 
motion gimmick among merchants 
can be helpful. For example, the 
purchase of an ice cream cone next 
door can be the chip to a free game 
at the arcade, he savs. 

“We (Village Aurora merchants) 
have to contend with the short- 
duration shopper because there are 


which is located in a suburban New Orleans 


no large-draw department stores 
here,” he says. “So we have to 
generate our own traffic and not rely 
on foot traffic.” 

Hanson also promotes the arcade 
through coupons in school news- 
papers and athletic events rosters, 
and in school yearbooks. “The 
stronger the ties to the local high 
schools and middle schools, the 
better your ties to the community,” 
he observes. 


Hanson says he advertised heavily 
for two weekends before Funland’s 
grand opening last summer and had 
on-the-scene radio spots from the ar- 
cade during the first day of business. 


“Kids are looking for some way to 
excel, to prove their peers that they 
can do something even though 
they’re not captain of the football 
team,” Hanson says. 

Even though Hanson says he’s 
convinced that children have more 
disposable income than their parents, 
he’d like the pinball. wizardry to 
spread through the entire family. 


“I need to get the father and 
mother and the younger children 
involved so that they know the older 
kids are being entertained in a safe 
place.” 

That’s good for an amusement 
arcade’s image—and, apparently, it 
isn’t hurting anyone else’s business in 
the shopping center. 
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Inthe Beginning, it Was just pinball. 
ThenBallyCreated 


BALLY MFG CORP 1980 
ALL RIGHTS RESEAVED 


The Pinball Vision Materializes 


Silverball Mania Lights the Pinball World 


Each Silverball Mania letter, when lit, is worth 1,000 points. Up to 
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Players become 
Silverball Maniacs with 
Center Hoop feature 


This feature contains 2 rollovers and a target. 
Going over the rollovers spots either one or 
two letters in “Silverball Vania; depending 
upon the setting, and increases the bonus up to 
OX. The center target completes the “N’ in 
“Mania” and awards an extra ball when lit. 


After almost 2 decades 
the recreation of 
the Carryover feature 


Each 3 times “Silverball Mania” is completed 
during a game, or when the kicker special is 
activated, one letter of “Silverball” lights on the 
lower left backglass. This feature is operator 
adjustable; the letter will remain lit from game 
to game, enticing players to try for its comple- 
tion and an operator option award! 


Supernaturalistic 
Disappearing Kicker feature 


Beneath the flipper is a kicker that sends the 
ball back into play. The top center lane, or the 
center hoop, raise the kicker to activate the 
feature. A special is awarded if kicker special 
light is lit. 


The Vision reflects in 
BallyS Silverball graphics 


Silverball Mania’s unique artwork Is unlike any 
pinball game to date. The future happens today 
within the graphics, color, and total package 
design of this instant attention grabber. 


Feature Programmed Sound System 
Front Door Programming 
3-Coin Chute 


® 


PINBALL DIVISION 


90 O'Leary Drive, Bensenville, Illinois 60106, U.S.A. 
Telephone: (312) 860-6400 


The operation of these games and the 
features therein may be subject to various 
state and local laws or regulations. It is not 
intended herein to solicit the sale of such 
games in any jurisdiction wherein the same 
may not be lawfully sold or operated. ©1980 Bally Manufacturing Corporation 


PRINTEDIN USA. All Rights Reserved 


By Zac Oliver and Jim Calore 


A common pinball problem-- 
the inoperable solenoid 


The — problem most often 
encountered in pinball maintenance 
is an inoperable solenoid. In electro- 
mechanical games, the solution was 
fairly cut and dried: replace the coil 
and check for a closed switch. In 
electronic pins, however, a _ little 
more research sometimes is 
necessary. 

Since most late games have 
several fuses protecting the solenoids 


PROBE ON Fig. 4 


METAL TAB 
CONNECTED TO 
COLLECTOR 
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supply line, replacements of coils 
have been greatly reduced. How- 
ever, transistor failure does occur. 
The electronic hardware involved in 
the solenoid drive uses a_ few 
components and its circuit configura- 
tion and operation are quite similar 
among different game manufac- 
turers. 

The circuit in Fig. 1 is used by 
Bally and Stern, and the driver 


PROBE ON Fig. 3 


+5 VDC 
CR4 


PROBE ON Fig. 2 


Q1 to 14 & 16 
SE9302 


U1 
CA3081 


section is basically the same on 
Gottlieb, Atari, Williams, and Game 
Plan. U2 is an IC that decodes the 
data on its A, B, C, and D inputs and 
selects one of sixteen outputs. The 
74L154 chip receives its data and 
enable (pin 19) from the MPU board. 
This enable goes to a low logic level 
(0 volts) to accept the data. The 
outputs of U2 are active low, 
meaning that they are normally at a 


JACK ON BOARD 


IN4004 


COIL 


VV SOLENOID GROUND 


from U2, 
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Solenoid trouble shooting chart 


Solenoid 
does not energize 
Bad Coil 
Good Coil 
Replace Coil 
(If the coil is burned out, it 
will require transistor replacement) 
Ground corresponding transistor 
(see Fig. 2) 
Solenoid energizes Does not energize 
Faulty board foil, connector or 
Jump TP6 to driver base : : 
(see Fin. 3) wire harness 
(cathode of the diode) 
Energizes Does not energize 
Ground corresponding 
U1, U3 and U4 base pin Replace bad driver transistor 
(see Fig. 4 & Chart) 
Energizes Does not energize 
Check Base Resistor Check 5 VDC at U1, U2 and U4 
collector pins (see Chart) 
Replace U2 Present Or pei 
(very low failure rate) 
more than one solenoid 
fail 
x Replace diode Replace transistor array 
U1, U3 or U4 


+43 V.D.C. and Ground Active/activate self-test for solenoids 
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high (+5 volts) state and when 
selected, go low. 

U1 is an IC transistor array that 
inverts the signal and buffers the 
control circuitry to the output 
transistor. CR4 is an isolation diode 
which further protects the IC’s. The 
low going signal selected by U2 is 
inverted by the NPN transistor (U1) 
to a high going signal at the base of 
the driver transistor (an NPN type 
Darlington) which in turn conducts 
and, in effect, grounds the solenoid. 

The 1N 4004 (rated 400 P.I.V.— 
Peak Inverse Voltage) diode across 
the coil clamps the back emf 
(electromotive force), generated by 
the collapsing magnetic field in the 
coil. I prefer to use a 1N 4007 (rated 
1000 P.I.V.) since the spikes genera- 
ted during solenoid operation might 
reach several hundred volts above 
the ratings of the 1N 4004. 

The capacitor in the circuit acts as 
a despiking device to further protect 
the driver. It usually ranges from 
001 uF to .005 pF. If the diode fails, 
the capacitor couples the spike to 
the driver base, turning it on. The 
transistor then conducts the spike to 
ground. 

The 330 ohms resistor is a pull 
down resistor. It assures that the 120 
Hz solenoid supply voltage, coupled 
also by the capacitor, does not turn 
the driver “on” during stand by. The 
120 ohms resistor is a pull up/bias 
for the Darlington driver. 

Once the components are known 


and the circuit is understood, 
troubleshooting becomes quite easy. 
In most cases, the use of a 


multimeter can be omitted. A jumper 
wire consisting of a probe and an 
alligator clip at the other end is all 
that is necessary. 

Solenoid power supply problems 
are not analyzed here. We assume 
that +43 VDC is there, which can be 
easily determined by the self test, 
coin lockout coil, and knocker coil. 
Also, without the +43 VDC, the 
zero crossing detector circuit, in the 
MPU, will prevent the power up test 
from flashing the LED the seventh 
time. 

Therefore, for the single solenoid 
failure, follow the troubleshooting 
chart and the figures. In the field, 
schematics are not really necessary 
for the troubleshooting of _ this 
circuitry. The color codes in the wire 
harness, again a jumper, and/or a 
multimeter, will supply all the 
necessary information. 

Caution of course, must be used 
when performing these tests. Always 
remember: the solenoid driver board 
in focus is also the regulated supply 
+190 VDC for the displays, +5 
VDC for the control circuits and is 
linked to the MPU throiugh the PIA’s 
output posts. 
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Referral chart for opposite page 


Q1 to 14 Base Collect 


. Notall trade magazines tell it like it is, 
that’s why you need Play Meter. 


Subscribe to the magazine that 
truly tells it like it is-- Play Meter 


Please rush my subscription to PLAY METER for twelve months. | understand that my subscription 
also entitles me to receive twelve issues of PLAY METER’S mid-month Update Edition at no extra charge. 


(] U.S. and Canadian Subscription Rate - $25.00 
(|) Europe and Japan - $45.00 (Surface Mail) 
_]) Elsewhere - $50.00 (Surface Mail) 


U.S. and Canada, add $15 L —(check box) for FIRST CLASS MAIL 
Europe and Japan, add $25 (check box) for AIR MAIL 
Elsewhere, add $30 |! (check here) for AIR MAIL 


() Payment Enclosed J Bill Me Later 


COMPANY 
NAME 

ADDRESS 
8 ene ees | ees ZIP EA ot 


(| Operator (J Distributor ()Manufacturer (JOther 


TITLE 


Mail To: Play Meter Magazine, 
P.O. Box 24170, New Orleans, LA 70184 
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Critic’s Corner 


By Roger C. Sharpe 


Agreeing with Stern-- 


and rating three others 


Before we get into this month’s 
games there’s something that bears a 
closer look because of the intent and, 
hopefully, impact it will generate. 
What I’m talking about is Gary 
Stern’s open letter to the industry in 
last month’s issue regarding the rising 
costs of equipment. The manufac- 
turers have always been fair game for 
most of us intrepid writers—who 
tend to drop the blame in most 
matters of contention square into the 
laps of the pinball producers. 


But this letter really struck a 
responsive chord with me, if for no 
other reason than the fact that I was 
ready to lash out at the manufac- 
turers for their price increases on 
equipment and the subsequent effect 
on players. But Gary’s right and his 
letter fell on at least one set of 
sympathetic ears. 


After all, facts is facts—continued 
research and development for further 
integrating new “lower-cost” tech- 
nology is expensive. And quantita- 
tively, the price increases as they 
now stand are probably far less than 
they would have been if the games 
were still electro-mechanical. It’s easy 
to take pot-shots at the majors but it’s 
also unfair when you realize just how 
far they’ve come since the days of 


Allied Leisure’s Dyn O’ Mite and 
Mirco’s Spirit of’76. Admittedly— 
and this column has been harsh at 
times—the improvements and evolu- 
tionary factors haven’t been of the 
greatest or most recognizable nature, 
but steps have been taken and are 
ongoing. 

If indeed I’m a stern critic of the 
improvements that are going on in 
the industry, I can also be the first to 
accept and congratulate the efforts of 
integrating memory into pinball 
machines, the better use of trip drop 
targets, better sound effects, an 
increased importance of graphics and 
new color techniques, a refinement 
of engineering and mechanical com- 
ponents, and a slew of other things, 
not to mention the tremendous effect 
of inflation on materials and labor. 
And so it is that Gary’s letter is a 
timely and, at the same time, time- 
less statement of something that I’m 
sure the other manufacturers feel. If 
we are to be critical, we must at least 
put everything into its proper per- 
spective which doesn’t lessen or 
minimize a tougher aproach to game 
evaluation, but everything still is 
reflective of the times and what's 
possible, given the nature of the 
business. 

And, with this said, the time is 


probably right to take a look at the 
games and to once again stress that 
the ratings given in this space are not 
and were never meant to be an 
indication or value judgement of 
machines between companies. Rath- 
er it is a process of determining how 
well a particular company is progres- 
sing. 

So, if three games from three 
different manufacturers get the same 
rating as was the case a couple of 
issues back, that’s not to say that 
each game was equal in its appeal, 
design integrity, or overall presenta- 
tion. Rather it is an evaluation of that 
company’s past efforts and where 
they are going in terms of innovating 
and altering their games on an 
ongoing basis. 

And, again, this writer is the first to 
admit that it’s what is in the cashbox 
that really counts. My purpose is to 
help you decide which games may be 
a better bet for your particular 
location before you race out to buy 
everything in sight. Whether you 
agree or disagree with what I write 
each month is somewhat important, 
but I feel it’s more important for you 
to take a more analytical view of 
games. I hope that’s exactly what this 
column does—stimulate your critical 
juices. 


Roger’s Ratings At-A-Glance 


Bally’s NTTRO GROUND SHAKER 


##/, 


Gottlieb’s TORCH 


Williams’ LASER BALL 
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Bally's NITRO GROUND SHAKER 

It’s “search & destroy racing” 
with this new “supercharged pinball” 
from the recently moved folks at 
Bally. 

PLAYFIELD: A center kick-out 
hole flanked by two lanes begins the 
playfield action. Move down and 
there’s a stationary target on the left 
and one on the right. At the middle 
are three thumper bumpers with a 
right hand spinner lane entry for 
access back to the top and a left side 
kick-out hole for collecting bonus 
points and building bonus points. 
Moving right along and there’s a 
single target on the left side just 
below the alley way to the kick-out 
hole, while on the right side is a four 
drop target bank. A conventional 
wire form lane and flipper bottom is 
helped by two rubber ringed-posts 
above the outlanes and finishes off 
the game board. 

ANALYSIS: The whole rationale 
for Ground Shaker is the building up 
and collecting of bonus _ points 
activated by either of the kick-out 
holes, with the left side pulling heavy 
duty since it counts down bonus as 
well. The two top lanes (A) and (B) 
along with those two top targets (C) 
and (D) along with the lower lanes 
(E) and (F) builds up the super and 
nitro bonus values of 20,000 and 
30,000 points with the specials also 
tied into this feature. The right side 
drop targets offer some extra ball and 
special possibilities, but the big thing 
with this game is the left side kick-out 
hole. 

The top kick-out hole is more of a 
random opportunity for hitting 2X 
bonus—if you happen to land at the 
right time—and the multiplier points 
can be plentiful. But the game is 
really a somewhat dated design that 
leaves much to chance and only 
offers straight away shots of left to 
right and right to left, especially with 
the gaping space between the 
flippers. 

The saving grace is that the sound 
is strong and attention getting as is 
the count-down on the field and the 
borrowed graphics from another 
distant racing game of Bally’s, the 
memorable Twin Win. The color 
scheme is very similar—there’s the 
same left and right bonus on the 
field. And there’s almost too much 
emphasis on the kick-out holes; 
however, the setting of the game is 
very important in terms of leveling so 
that the drain from the left side is 
lessened. 

GRAPHICS: This period piece 
works well visually and is a nice break 
from much of the “futurismo” theme 
that we see so much of. D.C. has 
done some great detail work, 
especially with some of the spectators 
in the stands and the refrains of 
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“racing on a track of clay” keeps 
going through my head (remember 
the old Sixties’ commercials?) But it 
works here, and it’s a refreshing 
change of pace more pleasing to the 
eye given the inherent violence and 
skeleton thrills. And the playfield 
picks up where the backglass leaves 
off with some nice touches of its own, 
not the least of which is reading the 
little messages sprinkled throughout. 

PLAY: The scoring on Ground 
Shaker is one extreme or the other, 
depending upon the money you 
decide to leave in the game and 
whether some of the lanes are 
doubled up, etc. But for the most 
part, you’re dealing with a three-ball 
effort. For extra ball areas, a 130,000 
start isn’t too bad, followed by 
300,000 and 500,000 points. On 
free play, you'll probably want to 
increase these levels by at least 
100,000 points, depending on the 
caliber of play in your location and 
the way you like to percentage your 
machines. 

PROS & CONS: Bally has 
become a_ pinball company in 
transition with subtle changes taking 
place in their equipment from game 
to game. The cosmetics, in terms of 
sound, have gotten to a far better 
point than they once were, Say, six to 
nine months ago, and there are a few 
breakthroughs even in design that 
will undoubtedly have a future 
impact. 

But Nitro Ground Shaker isn’t 
going to really shake up too many 
places and players. It’s really an 
interim game, as witnessed by the 
date on the backglass and even the 
nature of the layout. It’s a throwback 
to another era which has been 
dressed up with a very solid package 
but, on the field, the nuances are 
missing for a machine that will have 
staying power over a period of time. 
The gap between the flippers is 
intense and the random nature of the 
top kick-out hole for only a 2X 
possibility may not be enough to 
sustain players used to getting 4X 
and 5X scoring. 

The coup d’etat, however, is the 
left side kick-out hole, where you can 
countdown and accumulate scads of 
points. But unfortunately that’s only 
one feature on an entire board. 

The game is decent playing but no 
great shakes—it at least offers some 
variation from the company’s usual 
fare. 

RATING: ##1/4 
Williams’ LASER BALL 
A wide-body wonder from this 
company that follows in the footsteps 
of some of their flashier efforts. 

PLAYFIELD: Five top lanes start 
the action that leads down to a 
field with a target on the left of the 


* Play with one or two players. 

*Use one coin for a single’s game, 
and two coins for a double’s game. 

*Put in the coins and the game will 
start when you press the button for 
“single’’ or ““double””’. 

*Shoot down bombs coming from 
the MONSTERS by operating Fire- 
ing button located on the right side 
of the game machine. To defend 
yourself from the MONSTERS 
attack use the /aser gun directed by 
lever on the left side of the machine. 

*/f you shoot down the UFO, ? 
points is added to your score. 

°*When all the laser guns are 
destroyed.by the MONSTERS or 
the MONSTERS occupy the moon 
base, the game Is over. . 

*/f you score over 5,000 points, you 
can enter your score and name. 

[ /n case of two players] 

*When a player’s laser gun is 
destroyed by the MONSTERS, the 
other player begins to play the 
game. 


See Us at Our Booth — 
122— 123 Decatur Street — 
at the Amusement Operators Expo 


l. J. S. HEADQUARTERS 
1121 E. Seminary Drive 
Fort Worth, TX 76115 921-6196 
1-800-433-2908 U. S. A. Watts 
1-800-722-2703 Texas Watts 
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interior set-up and a kick-out hole on 
the right. Three thumpers are in the 
middle with one bank of four drop 
targets on the right, a bank of three in 
the middle of the field at a slight 
angle, and another bank of drop 
targets at the left. Move back over to 
the far right and there’s a spinner 
lane for access back to the top with a 
right side flipper just before the 
spinner. 


On the left there’s an inner lane to: 


a recessed bulls-eye target and 
another outer spinner lane. The 
bottom offers to outside kick-back 
flippers, an out lane in between, and 
the conventional wire form lanes 
down to the two flippers. And, just 
above the flippers at mid-field, one 
finds a pyramid shape of ten rollover 
buttons, for the basic layout of the 
machine. 

ANALYSIS: A good balance of 
action is the keynote on Laser Ball, 
where everything works beautifully 
together from the top lanes with their 
double number number values and 
the ten rollover buttoms. All this ties 
into the value for the drop targets 
and, specifically, the right side tour 
bank, the value of which runs from 
10,000 to 60,000 points. 

The other target banks work on 


“Hy 
Bally’s NITRO GROUND SHAKER 
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lighting increased values along the 
board and are neatly offset by the 
kick-out hole at the right or the 
bulls-eye target, both for bonus 
multiplier, as well as extra ball and 
special values. The bottom offers 
some great lateral movement off the 
kick-back flippers. 

What it all adds up to is that you 
have a wide-body machine that does 
everything well for the player, 
especially in heightening shots with 
proximity to the flippers. There are 
some good reverses to the target 
areas and more than ample capabili- 
ties for getting back to the top, plus a 
very hot thumper bumper area. A 
main ingredient here is also the use 
of sound, which has become a 
Williams’ trademark. And the striking 
flashing lights that draw attention 
whenever the game is played can’t be 
overlooked, either. 

GRAPHICS: Both in color 
treatment and the central character, 
which is repeated over and over 
again, Laser Ball is strong visually in 
an almost mesmerizing way. The girl 
pops out of the game and with those 
red laser balls flying about, the game 
is pleasing to the eye, and a standout 
as an example of the power of the 
old color processes. 


Williams’ LASER BALL 


PLAY: The point potentials on 
Laser Ball are incredible with the use 
of memory and the building up of 
20,000 points and 30,000 points. It’s 
a definite three ball effort and for 
extra ball areas, you'll probably be 
safe with a 200,000 point start 
followed by 400,000 and 600,000 
point limits. On free play, you might 
want to increase these levels by 
100,000 to 150,000 points each, 
depending on the type of players at 
your location. 

PROS & CONS: It’s interesting 
that the state of the art is such that, 
with the AMOA and the unveiling of 
Stern’s Big Game and the soon to be 
released Gottlieb game, this 
machine, Laser Ball is almost a relic 
of the past. I think of it as a “Squat 
body” and, for its kind, it’s probably 
one of the best made in terms of play 
and the layout of features. 

The problems associated with the 
shape are unavoidable, however, 
with a circular movement around the 
board that’s a part of this type of 
machine size. One thing in Williams’ 
favor on Laser Ball is that the bottom 
has been better utilized—the kick- 
back kickers give this game _ the 
feeling more of a conventional sized 
machine. But the fact remains that 
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Gottlieb’s TORCH 
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the size begun by Atari has its faults 
and limitations. However, retrospec- 
tion on the wide-body tells me that 
super-sized games such as Paragon, 
Genie, Superman, and Steller Wars 
can help Laser Ball take its place as a 
standout for this type of machine. It 
probably won’t be with us this time 
next year now that manufacturers 
have recognized the need for 
proportion in increasing a machine’s 
size, but it’s not a game to ignore. 


RATING: ###1/ 


Gottlie&’s TORCH 

Athletics and an Olympian tie-in 
are visible on this recent effort from 
the folks of Northlake that makes for 
a machine that is really the end of an 
era for the old technology. 

PLAYFIELD: Two green lit lanes 
are at the top toward the right side, 
with two blue lit lanes over at the far 
left side for beginning the action on 
the board. Just between is a roto-spin 
feature that ties in an A-B-C lighting 
sequence. Move down and _ two 
widely spaced thumper bumpers 
supply top field rebounding action 
with a gate at the right for access back 
to the top or a roll down to the 
plunger. 

Just below this on the right is a 
recessed bulls-eye target before one 
gets to a wide open middle. On 
either side, just about mid-lower 
field, is a left side five drop target 
bank which is balanced off by a right 
side five drop target bank. The 
bottom is a departure and almost a 
variation on the old Top card design 
with its two stretched rubbers and 
outside lanes that lead down to a 
post. 

ANALYSIS: The old bingo type 
card format is back on Torch and is 
tied into the roto-spin with the 
numbers 1-2-3 as well as the drop 
target banks, which spot the corners 
on the middle lighting configuration. 
This is where the bonus multiplier 
comes into play, depending on 
whether you finish a line top to 
bottom, across or diagonally. 

The pair of lanes up at top light the 
lower outside lanes for extra ball 
value—a completed card gets the 
score to 10X value. But the shots are 
simplistic at best, with reverses to the 
targets off the flippers possible, re- 
bounding from the bottom kickers 
possible, and the use of the top 
thumpers more for the roto-spin. 

But the game is more of a 
gun-and-run effort to keep velocity 
and power up because of the bottom. 
There is a semi-countdown of bonus 
once the score gets up to 20,000 
points and the right side gate up to 
top lights up. And that’s the basics of 
Torch. 

GRAPHICS: With their own style 
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firmly embedded, Gottlieb once 
again shies away from the format of 
some of their “celebrity stars for the 
‘80s games”, offering some physical- 
ly active forms through both back- 
glass and playfield. The colors for the 
most part aren’t that vibrant, but it is 
a decent, standard effort visually. 

PLAY: The scoring on Torch isn’t 
remarkable because so much is tied 
into the center card and building up 
to the bonus. On the average, you'll 
probably be better off going for some 
lower settings and seeing how your 
customers are hitting the game. For 
three ball and extra play, try a 
100,000 point start and follow it with 
280,000 and 400,000 point limits. 
On free play, increase these limits by 
at least 100,000 points, and if you’re 
going to the five-ball route, you 
might want to add another 50,000 
points to each limit. 

PROS & CONS: The first problem 
associated with Torch from what 
players are saying is “if it only had 
memory’. It is frustrating to almost 
finish the card, lose the ball, and then 
be faced with a fresh card all over 
again for getting the bonus multiplier. 

The other problem with design lies 
in the bottom of the game which 
makes anything near the flipper 
almost instant death. One side set up 
as it is now and one conventional 
bottom side might have proven more 
successful for a machine that plays 
fast but doesn’t seem to hit the fine 
line for earning power (from an 
operator’s standpoint) and _ timing. 
The player, I’m afraid, will feel that 
he’s not getting his money’s worth. 
And the draining capacity on this 
machine is so intense that it’s a 
shame—it doesn’t have to be that 
much of a ballbreaker. The lack of 
memory, or course, is the culprit 
which leaves too many players 
feeling cheated by the lack of playing 
time and incremental scoring build- 
ups on the playfield. 

But, as I said at the top of this 
review, this machine is a turning 
point for Gottlieb and represents the 
institution of a new system in their 
next machine that should prove the 
company’s capabilities and long 
range success. 

RATING: ## 


And that, fun seekers, is yet 
another installment of the “get 
toughs”. As always, I’m ready to take 
any of you criticism and comments 
regarding the direction and tone this 
space has taken. Next time we'll take 
a closer look at the Game Plan 
second effort, as well as some of the 
rumblings of the “bigger games” in 
the news for the coming spring and 
summer season. 

Until then, be well and prosper. 


2in 1 
ROLLING 


Nichibutsu 


vv 
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* This game is designed to be played 
by one or two players. 

* Use one coin for a single’s game, 
and two coins, for a double’s game. 

* Put in the coins and the game will 
start when you press the button for 

“single” or “double”. 


*The player must drive his car 
[ yellow one] safely not to make his 
car crash into the red one which 
comes toward the player’s car from 
the front. Drive with the handle 
lever. The target disappears when 
the player drives safely. To acceler- 
ate, press the “high-speed” button 
oin the right side. 

*Each time the target disappears, 
points accumulate. 

* The mark appears at the center and 
when the mark, called BIBINBA, 
disappears from the screen, the 
driver gets bonus points. 

*The selection of the drive course 
becomes advantageous when the 
“OTHER ROUTE” gate opens, the 
driving course becomes better. 


See Us at Our Booth — 
122— 123 Decatur Street — 
at the Amusement Operators Expo 


|. J. S. HEADQUARTERS 
1121 E. Seminary Drive 

Fort Worth, TX 76115 . 921-6196 
1-800-433-2908 U. S. A. Watts 

1-800-722-2703 Texas Watts 
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The West German trade show IMA was better attended than ever before, perhaps because it was scheduled before 
the ATE this year. Buying was heavy and, for the first time, there was a lot of new equipment on display. 


Coming of Age in 
Frankfurt, West Germany 


The West German trade show 
IMA—immaculate in its presentation, 
astute with its timing just a week 
before London’s crowded ATE—is 
destined to become an annual event 
in Frankfurt. 

With its international airport, 
adequate hotel accomodations and 
spacious Messegelande_ exhibition 
hall complex, Frankfurt offers an 
ideal location and now a show that is 
bound to prove more than just a 
stopping off place en route to the 
ATE. 

Over 100 exhibitors from nine 
countries benefitted from substantial 
orders and found many new custom- 
ers among the 5,826 specialist 
visitors who arrived from 33 
countries other than West Germany. 

Music made a major contribution 
to IMA’s success, with two 160- 
selection juke boxes being shown for 
the first time anywhere. AMI intro- 
duced their first attempt at manufac- 
turing a 160-selection box, the 
compact R 1-3, which is made 
especially for the European market 
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By Gerry Wise 


although it will be made available for 
the United States. 

Lowen Automaten introduced 
visitors to NSM’s new Prestige ES 
160, an elegant box with a darkened 
see-through front panel revealing the 
unit’s internal workings. A_ well- 
illuminated selection board complete 
with labels bearing a novel postage 
stamp size picture of each of the 
artists programmed is also featured. 


The Phoenix 160 selection box 
from Seeburg was also shown at IMA 
while Wurlitzer included their new 
credit card meter on an Atlanta 200 
electronic box. 


The big Rock-Ola attraction was 
their first full-view wallbox. All the 
promotion features found on their 
478 and 480 models, including the 
bonus and location hit panel, are in 
evidence. Dr. David Rockola said 
this box was being shown very much 
with the British and European 
markets in mind. 


The Rock-Ola Max 477 was 


presented with a new color scheme, 


coffee and beige, making the com- 
pact box more readily acceptable to a 
greater number of decor conscious 
locations. 

The continuous boon in video 
games, both upright cabinet models 
and cocktail table versions, was 
evident throughout the three day 
show. Exidy Sales Manager Lila Zin- 
ter flew to Frankfurt to present the 
Tailgunner 2, Fire One, and Side 
Trak games for the first time in 
Europe. Bally Marketing Vice Presi- 
dent Tom Nieman basked in the 
attention accorded Midway’s Galax- 
ians and Submarine games. 


Atari’s most successful video was 
undoubtedly Asteroids while Grem- 
lin’s Monaco GP, in particular the 
mini-version, also proved popular. 

Western European countries, of 
course, are known pinball enthusiasts 
and Bally’s Nitro Ground Shaker and 
Future Spa flippers were instant hits. 

Alvin Gottlieb and his firm’s senior 


vice president Robert Bloom has 
much to enthuse over, however, as 
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1 REPLAY POR EACH SCORE OF 210.00 
1 REPLAY FOR EACH SCORE OF 3 
1 REPLAY FOR EACH SCORE OF 


3 REPLAYS FOR BEATING HIGH SCORE 10 DATE 


‘GOTTLIEB presents -/ 


MARWEL'S 


~ AMADNS 


’ Spider-Man™— the premier game 


\) 


in Gottlieb’s new “Star Series 80” 


...augumented “game-with- 
a-brain’” memory 

...new playfield size designed 

for the ultimate in pinball 

play action 

... unique ear-level sound 

through the new Gottlieb 

“Sound Projector” 


... new “attract” sound and 


sight modes with sequented 
flashing playfield lights 


... new high-powered, indi- 
vidually controlled pop 
bumpers 


...new lightbox design with 
easy-access insert 


...expanded 15-step book- 
keeping system with auto- 
matic percentaging and 
game-time averaging 
...optional triple coin chute, 
non-resettable coin counter 
and tape printout 
accessories 


starring “System 80” and “Dimension 80” 


What more appropriate theme 
for Gottlieb’s first “Star 
series 80" game than Marvel 
Comic’s universally recog- 
nized adventure character 
Spider-Man™ ’?? 


And the game teems with 
brilliant new playfield fea- 
tures made possible through 
the new “Dimension 80” 
playfield size and “System 80” 
electronics. A new level of 
sophistication including the 
unique “roving” light feature 
continually tantalizes the 
player. Alternate opportuni- 
ties to complete scoring 
objectives leading to the 
elusive free game and extra 
ball abound and make the 
impulse to play Spider-Man™ 
a continuing compulsion. 


SKILL GAME 


Copyright © 1980 
D. Gottlieb & Co. 
All Rights Reserved 
Printed in U.S.A. 


SPIDER-MAN and the distinctive likeness thereof is a trademark of the 

Marvel Comics Group and is used with permission. 

Copyright © 1980 Marvel Comics Group,a division of Cadence Industries Corp. 
All Rights Reserved. 


 Gottbicl E Le. 


A Columbia Pictures Industries Company 
165 W. Lake Street - Northlake, Illinois 60164 


U.S. businessman Steve Parks, left, 
and Frank Happ, both of the WICO 
Corporation, are pictured here at the 
firm’s booth with the interpreter, 
Marion Kornig. 


the four-player Amazing Spiderman 
pinball made its European debut. 
Valley’s Spectra IV flipper in table 
form, a four-player game with the 
playing field able to rotate, was 
another success on its European 
debut. 

Prototypes of some _ Universal 
pinballs with a video display screen 
and sound effects plus catering for up 
to six players were shown but 
production dates were not revealed. 

Gaming machines, mainly for the 
West German market but manu- 
factured to be in compliance with the 
law, were in abundance. British firms 
JPM and Ace showed their equip- 
ment while a pyramid of Merkur 
Venus machines highlighted the 


N.S.M. Director Ullrich Schultze, 
left, and Peer Von Oertzen display 


one of the new 1980 phonographs 
on the Lowen-Automaten stand. 


ADP stand. Rotamint introduced its 
new Double Jackpot, as well. 

Tournament Soccer was promin- 
ently featured and staged the West 
German location finals during a 
tournament in a hall adjoining the 
exhibition. Cal Rogers was present to 
lend a hand with the promotion to 
European Marketing Manager Luc 
Mertens. 

Pool was also surprisingly promin- 
ent for a game that has not 
established itself in any dynamic way 
in West Germany. 

Leading British |manufacturer 
Hazel Grove completed a distribution 
deal for its SuperLeague tables in 
Switzerland. It is firmly believed a 
substantial market for pool exists in 


Klaus Telgheder, left, export mana- 
ger for Deutsche Wurlitzer, shows 
Wurlitzer’s new phonograph line to 
Swedish distributor Erich Bracker. 


Western Europe, especially the small 
pocket tables, which are preferred to 
the larger American styles. 

The American influence was 
evident, however, with Valley’s Big 
Cat a constant draw. | 

All in all, the IMA show offered a 
great deal and the West German 
industry, monopolized by about 
eleven companies which are respon- 
sible for the distribution of over 
ninety percent of all equipment in the 
country, appears to be in a healthy 
state. Latest figures show 85,000 
juke boxes located; 150,000 gaming 
machines; and 170,000 ancillary 
amusement machines _ currently 
operating. 

The IMA has come of age. 


kA PORTING ? Tokens are The Answer! 


DEL 
~ ED 
> DIRECCION 


DEBERSIONES 
GA 


LAXIA 


Do you want to operate a Pinball Game on 34 Krupecs? 
62 Cruzerios? 29 Francs? 4, 350 Lira?. . .Tokens are the 
answer. Coin Acceptors and Slide Chutes are easily ad- 
justed for Token Operation. Bill Changers can be quickly 
modified for virtually any size Token, and the number of 
Tokens dispensed can be set for any quantity. 


It is important to allow a margin of size difference from 
the coins in use in any country, to prevent slugging. Pro- 
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viding the proper Token is selected, Coin Mechs can be 
set to eliminate slugging completely. 

If you are exporting new or used equipment, you owe it 
to yourself and to your customers to consider Tokens and 
all of the advantages they offer. 


Catalogue and assorted samples are available on request. 
Phone (606) 255-5990, or write Van Brook of Lexington, 
Inc., P.O. Box 5044, Lexington, Ky. 40555. 
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Analyzing your costs 


(Distasteful but necessary) 


By Charles C. Ross 


Most people consider costs or 
expenses to be distasteful. While it is 
definitely hard to argue against that, 
it is also impossible to eliminate cost. 
Therefore, we may as well study 
costs and see how we can use them 
to our advantage, if that’s possible. 

First, let us be sure we agree on a 
definition of costs and expenses. 
Cost is the amount of cash given to 
acquire properties or services. Costs 
referred to as “unexpired costs” are 
commonly referred to as “assets.” As 
the assets are sold or consumed, they 
become “expired costs” or “expen- 
ses’. The most common asset that 
amusment operators “consume’”’ is 
equipment, and, of course, that con- 
sumption is called depreciation. (See 
PLAY METER, January 15, Febru- 
ary 15, and March 15, 1979). 

Certain costs are consumed with- 
out really being an asset. These types 
of cost are normally referred to as 
“expenses”. The best definition of 
expenses is that an expense is simply 
‘a cost incurred in the process of pro- 
ducing revenue.” Now think about 
that for a moment and review each 
expense you have. You'll notice that 
the expense must be incurred in 
order for you to have revenue. 

If there are any expenses you are 
incurring which do not contribute to, 
or allow revenues to be derived, the 
solution is simple—eliminate that 
expense. If it is not benefitting your 
organization, why spend the money? 
The wages you pay are expenses but 
without them you would soon have 
no revenue, and likewise for your 
repair expenses. Without repairing 
your machines, they would make no 
money. So you expend money for 
repairs in the process of producing 
revenue. 

These unfortunate “cost incurred 
in the process of producing revenue” 
take on various characteristics. Fixed 
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costs are related to time and are often 
times contractual, like a_ lease 
payment on a building. They require 
payment as of a specified time period 
much like, say, rent expense and 
utilities expense. But fixed costs do 
not always have to be the same 
amount. They can change just as 
your utility bill changes from month 
to month but that does not alter it as 
a fixed cost. The utility bill and rent 
expense are fixed costs because they 
go on, regardless of the amount of 
production or revenues the business 
generates. And many fixed costs 
normally cannot be eliminated with- 


SEMIVARIABLE COSTS 


¥ sa 


out tremendous complications to the 
firm. For example, the impact of not 
paying the electric bill at an arcade 
location will cause monumental 
problems which cannot be solved 
until the bill is paid or an alternative 
source of power is found. 

Variable costs or variable expenses 
are those expenses that relate directly 
to the firm’s sales or the volume of 
goods produced. In the amusement 
business (unless you are a manufac- 
turer) variable costs are almost 
nonexistent. Being a service oriented 
business, it is difficult to determine 
which costs vary according to the 


VARIABLE COSTS 


Figure 1 
STEP ‘COSTS 


FIXED COSTS 


REVENUES 
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revenues a machine or _ location 
earns. About the closest thing to a 
variable cost an amusement machine 
operator faces is repair costs. The 
more play the machines get, the 
more they will break down. If there 
are expenses which you can isolate 
and which vary, as to revenues that 
increase or decrease, you have 
found a variable cost. 

Semi-variable costs or mixed cost 
are those costs which are comprised 
ot both a fixed and a variable com- 
ponent. As the level of activity in- 
creases, the total cost also increases. 
A typical example of a semi-variable 
cost is truck expense. There is a 
certain fixed expense with operating 
a truck for such items as interest on 
the borrowed money and insurance. 
As business activity increases, more 
demands are placed on the truck and 
it is driven more miles causing more 
gasoline and oil expense which is the 
variable expense portion of the truck 
expense. Any cost which has a 
certain base level and then goes up 
as activity increases is a semi-variable 
cost. 

Step costs are costs incurred in a 
series of fixed amounts. The cost is 
constant over a range, then _ it 
increases or decreases. The salary of 
a supervisor or a manager is a step 
cost. The cost of supervisory person- 
nel will remain fixed over a broad 
range of activity, but when a certain 
level of activity is reached, it will be 
necessary to hire an_ additional 
manager. The cost of supervisory 
personnel, too, will increase to a new 
level. The cost now will remain 
constant over another range of 
company activities before stepping 
up again. 

Step costs are often experienced 
by an expanding firm. As expansion 
occurs, new demands are faced for 
more managers, more office space, 
more trucks, and repairmen. Con- 
sequently, at some point, the cost 
steps up to a new and higher level. 
(See Figure 1) 

Now that we have examined the 
various types of costs and_ their 
characteristics, how can the amuse- 
ment operator use this information to 
benefit his organization? There are 
two things any business can do to 
make a bigger profit. They can either 
increase revenues or. decrease ex- 
penses. So, let us work on the latter 
and see how the operator can 
decrease his operating expenses. 

First, you need to categorize your 
fixed costs into committed fixed costs 


and managed fixed costs. Commit- 
ted fixed costs are those fixed costs 
which are  nondiscretionary or 
inescapable. These costs are normal- 
ly committed by contract or an 
implied contract because of past 
management decisions or commit- 
ments. 

Committed fixed costs normally 
relate to the operation at a certain 
level of business activity. To the 
amusement machine operator, costs 
such as depreciation on equipment, 
lease or rental costs of buildings, 
property taxes, salaries of key 
personnel, and insurance, are all 
committed fixed costs. Careful eval- 
uation should be made of committed 
fixed cost before they are entered 
into or eliminated, where manage- 
ment has such an option. 

Managed fixed costs which are 
discretionary or escapable are those 
fixed costs incurred on a short-term 
basis according to some manage- 
ment objective. Management decides 
it is going to expend money to 
achieve some objective and then 
expends the money. For example, 
management may decide wider 
community knowledge of a trade 
name or business location is an 
objective they want to achieve. The 
accomplishment of that objective is a 
managed fixed cost. 

Public relations costs, advertising 
costs, promotional costs, employee 
training costs, charitable donations, 
location improvement costs, major 
office rearrangements, and the ex- 
pense of attending seminars are all 
examples of managed fixed costs. 
Just because these costs are 
managed or discretionary costs does 
not mean these costs should be 
arbitrarily eliminated. 

Theoretically, these managed 
fixed costs could be substantially 


reduced by management, and 
profits, in the immediate future, 
would increase. But any adverse 


impact of reducing a managed fixed 
cost would probably not be realized 
by the firm until some future time 
period. 

Each managed fixed cost should 
be carefully considered before 
money is expended or before it is 
eliminated. What would be _ the 
ultimate benefit of this cost and what 
will be the adverse effects of elimina- 
ting this cost are the two critical ques- 
tions which must be asked regarding 
all managed fixed costs. 

As already explained, most costs 
incurred by the amusement operator 


are fixed costs, with a few, and often 
times hard to distinguish, variable 
costs. Many variable costs the 
amusement operator faces are 
related to preventive maintenance 
and good _ planning. Equipment 
repairs, for instance, are a variable 
cost because the more the equipment 
is used, the more breakdowns will 
occur. By keeping pool tables clean 
and chalk-free the life of the cloth can 
be extended, reducing your recover- 
ing costs. Proper maintenance of 
pinball playfields will extend playfield 
life as well as increase player appeal. 
These principles apply to proper 
maintenance of foosball tables as well 
as service trucks. 

An efficiently planned schedule for 
servicing, repairing, and emptying 
the coin boxes of machines can 
reduce wages expenses as well as 
truck service expense, and free some 
valuable employee time. 

Utilizing economy vehicles for 
routine maintenance and revenue 
collections and full-size trucks for 
machinery rotation may help also to 
reduce your auto and truck expense. 

The business manager-owner who 
is really serious about controlling his 
costs should periodically work 
through an exercise such as the one 
illustrated in Table 1. It can be 
a worthwhile experience to see what 
costs you can control. 

Costs may be good and costs may 
be bad. A good cost is very simply a 
cost which will generate more 
revenue than its outlay. And, of 
course, a bad cost is a cost which 
does not return its cost. Deciding 
which costs do return their own out- 
lay (we'll call them the Saints) and 
which costs do not return their own 
outlay (the Devils) is what 
distinguishes a profitable organization 
from a very profitable organization, 
and a bad manager from a good 
manager. 


FIGURE 1 


Fixed costs are represented by a 
straight line but that is not to say that 
fixed costs do not change. Fixed 
costs in any year may be very 
different from the amounts of such 
costs in previous years, but these 
changes which occur are not attribut- 
able to revenue changes. That, of 
course, is why fixed costs are 
depicted in the graph as a straight 
line. Fixed costs may change as a 
function of time but they do not 
change as a function of revenues. 

Theoretically, variable costs 


“A careful evaluation should be made 


of committed fixed costs 


before they are entered into or eliminated” 
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should be constant per unit of output 
and thus, in the aggregate, should 
vary directly with revenues. In 
practice, however, the difficulties in 
hiring employees for fractions of 
hours or having the same dollar 
amount of repairs as revenues 
increase are not. realistic. The 
important thing to remember is that 
variable costs rise as revenues rise. 
The semi-variable cost line does 
not originate out of the zero point 
because semi-variable costs are com- 
prised partially of fixed cost, then the 
cost increases, or becomes variable, 
as revenues increase. How fast the 
cost rises as revenues’ increase 
depends on the particular cost being 


Step costs are also comprised of a 
fixed portion. For example, one 
supervisor can handle the manage- 
ment problems until the firm reached 
a certain level of activity, at which 
time the costs “step up” as new 
management personnel is required. 
At what level the step up occurs and 
how high the step is depend on the 
cost being considered. As the graph 
shows, step costs may change 
different amounts at different levels 
of revenues. 


TABLE 2 


Take a company income state- 
ment and transfer your cost and 
expenses onto a form similar to the 


considered. one below. You do not have to use 


Table 1 


SQ YOU WANT TO CONTROL YOUR COSTS? 


* kk 


FIXED |VARIABLE 
AMOUNT AMOUNT 


CONTROLLABLE ? TS CONTROLLABLE 
IF YES). WHAT EFFECTIVE MEASURES 
PORTION IN DOLLARS? |WHICH COULD BE TAKEN, 


BETTER PREVENTIVE 
MAINTENANCE 


USE SMALLER TRUCKS 
SCHEDULE BETTER 


REPAIRS NO 


TRUCK EXP YEs, $100 


ves, $1,200 TARGET OUR ADVERTISING 
BETTER IN MARKET PLACE 


EVALUATE ADS, 


ADVERTISING 


PERMITS NO NON-APPLICABLE 


YES, $150 EVALUATE BENEFIT TO 


OUR BUSINESS, 
yes, $20,000 SCHEDULE EMPLOYEE TIME 
BETTER, MORE EFFICIENT 
ROUTES, 


just the small items on the income 
statement. Take and break them 
down into smaller categories. For 
example, you may want to break- 
down repairs into parts and labor. 

Do not be overly concerned about 
the split between fixed and variable 
amount. Use your best guess to split 
between fixed and variable costs— 
this is a management tool and not an 
accounting report. Also, don’t 
hesitate to leave some columns 
blank is they don’t apply. Fill-in with 
“N.A.” for not applicable in those 
instances. The main objective of this 
cost controlling tool is to get you to 
confront your costs and evaluate 
them as to their benefits and _ their 
costs. 


POSSIBLE 
IMPACT IF& 
INCREASED? 


POSSIBLE 
IMPACT IF 
DECREASED 


NO LOSS OF REVENUES 
INCOME 


NONE (IF NOT 


BETTER SERVICE 
DRASTIC) 


TO LOCATIONS 


LOWER COSTS 
LOSS OF COMPANY 
EXPOSURE TO 
CUSTOMER 


MORE REVENUES 
[P PLACED 
PROPERLY 


NON-APPLICABLE | NON-APPLICABLE 


POOR COMMUNITY 
IMAGE 


BETTER COMMUN 
ITY IMAGE 


“THE FIXEB ANOUMT OF A COST OR EXPENSE IS THAT PORTION WHICH IS A COMMITTED COST BY 


CONTRACT OR LAW AND IS TOTALLY INESCAPABLE, 


** THE VARIABLE AMOUNT OF A COST OR EXPENSE IS THAT PORTION WHICH IS A MANAGED COST 
OR THAT PORTION WHICH CAN BE RAISED CR LOWERED WITHOUT VIOLATION OF A CONTRACT 


OR LAW, 


Table 2 


SO YOU WANT TO CONTROL YOUR COSTS? 


CONTROLLABLE? IF CONTROLLABLE 
IF YES, WHAT EFFECTIVE MEASURES 
PORTION IN DOLLARS? |WHICH COULD BE TAKEN, 
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POSSIBLE 
IMPACT IF 
INCREASED? 


POSSIBLE 
IMPACT IF 
DECREASED 
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Parametric 
€@nalyzer 


The Parametric Analyzer, which 
premiered at the 1979 AMOA Show, 
has proved to be a boon to the bench 
technician. 

Different from a test fixture, the 
Parametric Analyzer is a test instru- 
ment which stands alone and utilizes 
the existing oscilloscope as the 
display medium. The reactance 
analyzer utilizes either the VCC or 
GND reference plane to establish a 
reference signal which excites the 
semiconductor junctions in or out of 
circuit on any non-powered circuit 
board. 

The instrument’s probe tips utilize 
an AC low voltage which _ is 
impedance matched to protect the 
device under test. The instrument 
can test all devices, ranging from the 
simplest diode junctions through all 
the semiconductor ICs and transist- 
ors, to the MSI and LSI packages of 
the microprocessor and memory 
devices. 

The Parametric Analyzer comes 
with all necessary cables to inter- 
connect it to your oscilloscope and a 
comprehensive operators’ manual 
which indicates the basic waveform 
patterns. 

Factories are using the parametric 
analyzer in production test areas, 
field service groups, and customer 
service departments. Bill Arkush, 
formerly associated with Atari, Kurz- 
Kasch and Kush’N’Stuff, primarily 
was responsible for the design, 
production and sales of two previous 
“generations” of test equipment for 
the amusements industry. 


ty 
F HIGH mep tow ca 
t 


PLAY METER, April, 1980 


wyinsnt yan Ze / 


yes 


pr\a 
whilanulie = 


Defending the 
solar system 


Galaxy Wars, Universal’s latest 
video game, has taken a bow on 
American shores. 

A mysterious fleet of armed UFOs 
appears suddenly on the screen, 
assaulting the player by bombing. 

The only arm for solar system 
defense forces lies in the missile 
network. The fire buttom can be de- 
pressed and a missile will launch. 
The speed of the missile will increase 
when depressing the fire button 
continuously. 

Meteorites drift in and out of the 
battle space. At game start there are 
five meteorites, which increase one 
by one as each pattern is erased. A 
maximum of 32 meteorites appear. 

Scoring, which can run into six 
digits, is effected by awarding 
50—550 points for UFOs. There is a 
bonus of 600 points for one pattern. 
A launcher appears per 3,000 
additional points (alterable to 5,000 
points by controlling dip switches). 

Messages flash on the screen while 
play is on: “Good”, “Very good”, 
“Wonderful”, “Fantastic”, and “Give 
Up". 
Games are countable up to 99 
games. The number of credit games 
also is displayed. 


Shooting some 
more aliens 


Game-a-Tron recently premiered 
its latest word in the space games 
race, Space Zap, a unit that “is just as 
simple to play as it is to service,” 
product literature reports. 

A space gun turret, anchored in 
space, is operated by the player. The 
gun in the turret has four positions— 
North-South-East-West—and is con- 
trolled, aimed, and fired by the 
player. Enemy alien space ships 
appear in space, randomly, at which 
the player must fire. The alien space 
ships fire space mines at the player’s 
turret and, if hit by mine, the turret 
will explode. 

The mines increase with speed 
toward the turret which the player 
commands to stimuate player in- 
terest. 

Space Zap used an 8080 system, 
a power supply monitor and front 
door, as well as a panel buton 
control. 
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First Beatle 
Manid, 
then Disco 
Manidq, 
now... 


Bally reports that it has taken 
pinball ‘“‘a step beyond” with the 
creation of Silverball Mania, its new- 
est conventional flipper. 

The object of the game is to 
completely light up the words 
“Silverball Mania” on the playfield. 
Each letter is worth 1,000 points and 
each completed sequence is worth 
even more. 

The first completion lights the 
wizard bonus, worth 15,000 points; 
the second lights the supreme wizard 
bonus for 30,000 points; and the 
third completion awards a_ special 
and lights a letter in the backglass 
“Silverball” carryover feature. 

Any lit letter in the carryover 
feature, whether by player or 
operator adjustment, will remain lit 
from game to game, enticing other 
players to try their skill at completing 
the sequence for an operator option 
bonus. 

A center hoop feature with two 
rollovers and one target help to light 
the playfield letters, and the rollovers 
also increase the bonus up to five 
times. The target can also award an 
extra ball. 

Bally designers also have added a 
disappearing kicker beneath ther 
flipper. The kicker can be activated 
by the top center lane or the center 
hoop. Also, there is a kicker special 
light that can be lit. 
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Web-slinger 
adorns 
backglass 


Spider-Man, the first in Gottlieb’s 
new “Star Series 80” line of flipper 
pinball games will be shipped to U.S. 
distributors in April, according to an 
announcement by Jack H. Mittel, the 
company’s vice president and gener- 
al sales manager. 

The game which was presented to 
Gottlieb distributors at a national 
distributor sales meeting in early 
January has two new basic features 
— “System 80,” the company’s new 
solid state system and “Dimension 
80” which incorporates a new 
playfield size and lightbox design. 

The most immediately apparent 
physical characteristic of the Star 
Series 80 game is its unique new 
playfield size, approximately two feet 
by four feet, or roughly halfway 
between the old standard and the 
wide body game. The company 
maintains, after exhaustive testing, 
that the “two-by-four” configuration 
is the ideal playfield size—large 
enough to accomodate the vast new 
potential for playfield features made 
possible by current solid — state 
technology, yet no wider at the 
game’s widest dimension than the 
old standard. Playfield area has been 
increased 34 percent with almost 300 
additional square inches added. 

Dimension 80 also includes a new 
approach to lightbox design incor- 
porating easy accessibility to solid 
state boards and components. In 
addition, the speaker has been 
relocated in the top section of the 
lightbox, taking it away from the 
underside of the cabinet and provid- 
ing what the company calls ear- 
level “sound projection.” 

System 80 refers to the new solid 
state system or, “the game with a 
brain.” The new electronic format 
has added an expanded memory 
system, fifteen-step bookkeeping 
including automatic calculation of 
replay percentage and continuous 
averaging of playing time per game. 
Gottlieb engineering has also pro- 
vided a_ redesigned and more 
powerful pop bumper, and “attract” 
mode of new sounds and_ the 
sequented flashing of playfield lamps 
when the game is at rest. System 80, 
according to the company, also has 
unparalled accuracy in scoring. 
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Pinball splits 
the atom 


Williams Electronics, Inc., is in 
production with its new four player 
wide body pinball game, Laser Ball. 

The playfield is combined with 
“atom smashing” lights from the 
background spectrum for a visually 
exciting appearance. Throughout the 
game, throbbing intergalactic sound 
surrounds the player as_ scoring 
builds. 

Laser Ball offers three flipper play 
with double flippers at the bottom of 
the playfield and a powerhouse 
flipper placed in the middle of the 
battle arena to challenge the ability 
and dexterity of the player. 

To accomplish high point scoring, 
the Laser Ball skids through the top 
lanes, activating the star-studded 
force field. Triggering all ten stars 
lights a “laser beam” for 10,000 
points. Hitting drop L-A-S-E-R 
targets, drop B-A-L-L targets, the 
super-charged hole kicker, and “laser 
lane” spinners score points, as well. 

Laser Ball continues to utilize 
Williams's total front end program- 
ming introduced in Stellar Wars for 
easy adjustments without removal of 
the top glass. 
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Gremlin has introduced two new 
games, Invinco and Head On 2, 
videos available in its new dual-game 
cabinet concept. 

Head On 2 pits players against the 
Multi-Phase concept—making the 
game tougher as the players’ skills 
improve. First, a player drives against 
one computer car; if he clears all the 
lane markers, 200 bonus points are 
awarded. Then two computer cars 
race against the player. Clearing the 
lane markers provides a_ bigger 
bonus. 

Next, three computer cars appear, 
and again bonus points are won 
when all the lane markers are erased. 
At 5,000 points, the player gets 
another car. The “ultimate test” is 
presented—with four cars. 

Head On 2 is available as a one or 
two player game. And, like Invinco, 
the game features operator-adjusted 
sound volume and on-off during 
advertising. The number of player 
cars in Head On 2 and the number of 
player weapons in Invinco can be 
varied by the operator’s setting a 
switch on the logic board. 

The game on the Invinco console 
begins as you fire at attacking rows of 
warriors above your defense wall 
with your weapon. As the enemy 
breaks through, you and he are 
face-to-face in battle. 


Miniatare elapsed 
time meter 


A new miniature elapsed tirne 
meter from Kessler-Ellis Products 
Company of Atlantic Highlands, 
New Jersey, measures two inches 
square and provides a full six digit 
non-resetable display to read in 
hours and tenths. 

Driven with a synchronous motor 
for AC applications, the timer is 
available for both XD and 60 cycles. 

A visible internal moving gear indi- 
cates unit operation, while the four 
screw mounting provides for the 
most rugged application. 

These devices find wide use to 
indicate time between periodic main- 
tenance or on equipment rented on a 
time basis. 


Kay ,A. Chiba 


The best all-round coin man in Japan 
World wide services since 1959 


FOR SALE: 

Used and New SPACE INVADER, 
GALAXIAN, DUAL, HEAD-ON, ALIEN, 
T.V. POKER, Coffee Table, Cocktail Table 
and Upright 


WANTED: 


New Gaming Devices 


t& Bovavza EnTterenises, Lto. 
«sae. dae ese 


Telex:3823-764 (KACLEX-J) 
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Two games 
in one 


Rolling Crash, a high-powered 
game maneuvered on a race course, 
and Moon Base, a__ galactic 
destruction mission, are both com- 
bined in Nichibutsu’s new video, 2 in 
1 Rolling Crash. 

The unit is wired for single play, in 
which the player uses one coin, or 
double play, in which two coins are 
deposited. 

In Rolling Crash, a player must 
drive his car, which is yellow, safely 
so as not to “crash” into the red one 
coming toward him from the front. 
Drive is effected by the use of a 
handle lever. A “high speed” button 
on the right side is pressed to 
accelerate. 

Each time the target disappears, 
points accumulate. 

A pattern of dots, called Bibinba, 
appears at the center and points are 
awarded when it disappears. 

The driving course becomes more 
easily navigable when the “other 
route” gate opens. And when the 
player reaches 5,000 points, the 
driver of the yellow car gets another 
car. 

The game is over when the yellow 
cars have crashed. 

Moon Base operates from a simple 
strategy—either the laser guns are 
destroyed by the monsters or the 
monsters succeed in occupying the 
moon base. Either case concludes a 
game. 

Monsters are destroyed with the 
laser gun by pressing the laser eject 
button. Another laser gun is added 
when the score reaches 2,000 
points. 
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CRASH 


SDROLLNG | 


Profit Power 
Pinball 


Williams Electronics, Inc., is caus- 
ing ripples within the industry with its 
new multi-ball, multi-player pinball 
machine Firepower. 

Firepower’s scoring furor builds as 
all the center targets are made. 
Spinner lights switch on and flashing 
rockets fire up to advance bonus 
points and activate randomly two of 
the eject holes which ignite the skill- 
challenging “multi-ball” feature. As 
each missile lands in an activated 
eject hole, it is locked out of play— 
Firepower kicks out a _ second 
projectile to be launched into play. 

When a player locks up all three 
balls, then the professional action 
begins, as all three missiles are 
bombarded onto the playfield at the 
same time. 

Since Firepower’s solid _ state 
boards have memory retention, for 
the first time in pinball history as 
many as four players can_ utilize 
“Multi-ball” play. Firepower has the 
ability to lock in each individual’s 
playfield position as his ball drains 
and returns to that exact position on 


‘his next turn at play. At the end of 


the game, all held balls are kicked out 
so that the “Multi-ball” feature is 
completely equalized, from player to 
player, from game to game. 

Another feature introduced by 
Williams with Firepower is the “lane- 
change” factor. Firepower enables 
players, by manipulation of the right 
flipper, to control and rotate unlit 
lights on the “fire lanes” to score 
through any lane without concern as 
to where the ball is propelled. 

The system produces 31 sounds, 
some with up to 147 variations, and 
has a vocabulary of 21 speech 
phrases. From “FIREPOWER’” at the 
start of the game, and “FIRE I, II, 
and III” on “Multi-ball” play to any of 
twelve different phrases Firepower 
articulates randomly at the conclus- 
ion of the game, the speech and 
background sounds encourage 
players. 
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Classified 


LARGE EXPANDING CORPORATION OPERATING IN 
NEW JERSEY, NEW YORK AND MICHIGAN IS 

SEEKING Top-Notch Mechanic/Technicians with 
minimum of 3 years experience in solid state pinballs, 
juke boxes, and cigarette machines. Send resumes 
to: Service Dept., 1700 Paterson Plank Rd., North 
Bergen, NJ 0/047. 


SCHOOL FOR GAMES & MUSIC one to three week 


courses. Phono-videos, electro-mech and _ logic 
flippers. By schematics! CAL’S COIN COLLEGE, P.O. 
Box 810, Nicoma Park, Oklahoma 73066. Tel.: 
405/769-5343. 


FREE CATALOG and samples showing vending 


machine labels, truck signs and badges. SETON 
NAME PLATE CORP., 2050 Boulevard, New Haven, 
CT 06505. Tel.: 203/772-2520. 


24 HOUR 
GAME & PINBALL BOARD 
REPAIR SERVICE 


Ship us any game or pinball board. In 
most cases it will be repaired and 
shipped out within 24 hours of 
receipt. ( Same day carry in service 
also available.) 


LOW FLAT RATE PRICES 
ON MOST BOARDS 


Our modern equipment and highly 


trained technicians let us fix them fast 
_and pass the savings on to you. 


For further information 
or price sheet call or write 


PYRAMID 


VENDING REPAIR SERVICE CO. 


4823 Avenue ‘‘N”’ 
Brooklyn, NY 11234 


212/252-1380 


SHOWROOM/COLLECTION/OFFICE: _Irresistable 

_slots make friends pull handle. Man pops out, squirts 
water in players’ face, then disappears. $3.99 plus 
$1.00 handling. H. BALDE, 325 Quebec Ave., Toronto, 
Ontario, M6P2V2 


WHIRLYBIRD GAMES—COMPUTER QUIZZES FOR 
SALE. Winners, Flying Tigers, $75.00 up. Call or write. 
Box 8301, Greenville, S.C. 29604. Tel.: 803-233-5134. 


FOR SALE: Secondhand Seeburg phonographs, 
Williams flippers and video games. Large stock of 
parts available for older Seeburg juke-boxes and 
Williams flippers. For price-list, plese contact 
SEEBEN N.V. VREDEBAAN, 63/65 - 2510 MORTSEL 
[Belgium]. Telephone: 31/49.58.65 telex 334441. 
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FOR SALE: Wurlitzer 1050, Nostalgia phonograph. 


Excellent Condition: Call or write for more informa- 
tion. DAN CAMPBELL, 222 Sonata, TX 78216. Tel.: 
(512) 349-0474. 


WE WANT TO BdyY 


slot machines, jukeboxes, 
pinballs, bingo games, 
and any old gambling 
paraphemaiia. 


WILL PAY 
HIGHEST PRICES 


MICHAEL LEVIN 


ANTIQGE 
GAMES LTD. 


2750 Dundee Rd. 
Northbrook, IL 60062 
(312) 272-2270 


SWEET SHAWNEE, ALL NEW, SOLID STATE. HOLD & 
DRAW, exclusive new BONUS FEATURE, full 
operator controls, built-in self test. Beautiful solid 
wood cabinet, 1/4” plexiglas. FINEST PIECE ANY- 
WHERE. Proven High Profits. MERIT INDUSTRIES, 
630 Woodland Avenue, Cheltenham, PA 19012. Tel.: 
215-379-1000. 


WORLD WIDE EXPORTERS HAVE FOR SALE USED 
AND NEW Bally Bingos, Bally slotmachines, flippers, 
bowlers [new], genuine Bally spare parts. CONTACT: 
WILMS DISTRIBUTING CO., 87 Boomse Steenweg, 
2630 Aartselaar — Belgium. Tel.: 031/876800. Telex 
31888. 


REWARD 
we have $100,000.00 
to spend on: 
Slot Machines, Juke Boxes, 
Dice, Arcade P-Nut, Gum & 
Vending Machines, Nickelo- 


deons, Regina Music Boxes 
and Phonographs. Any coin 
operated device. 
MACHINES 
Taliesin Road 
Wales, WI 53185 
Phone: 414-968-4540 


FOR SALE: Midway Tornado Baseball cocktail tables 
in excellent condition. $400 each. Telephone: 
419/865-8161. 


FOR SALE OR TRADE: Depth Charge, Bi-Plane, 
Breakout, Avalanche, Cops/Robbers, Steeple Chase, 
Canyon Bomber, Shark, Bonkers, Target Zero, Space 
Wars, Sea Wolf, Bazzoka, Tank II, Super Stud, Crash 
Score, F-1, Midle Earth, Lucky 7, Hot Tip, Night Rider, 
Big Deal, Freedom, Liberty Bell. All Excellent 
Condition, earning on location. TELEVISUAL ENTER- 
TAINMENT, Samco Plaza, Box © P, Rapid City, SD 
57701. Tel.: (605) 343-4190. 


SLOT MACHINES 
Wanted 


Want to Buy Antique Slot Machines 
in Any Condition — Also buying 
a Cases, Parts, Mechanisms & Literature. 


ai We will buy foreign denominations as 


\' * long as machines were American made. 


Commissions Paid For Successful Leads 
Cal! or Write Today 
R.P. Amusements 
Box 68696 / Seattle, WA 98188. 
1-206-941-4880 


ARCADE 


Star Ship [3] 
Destroyer (2| 
Anti Aircraft [2| 


BootHill [2] 
Gunfight [2] 


Guided Missile [2] 
CheckMate 


MEADOWS Lanes 
GREMLIN Hustle 

ELECTRA Flying Fortress [2| 
EXIDY Circus 


ALLIED Daytona 500 
ALLIED F-114 

CHI. CN. Speedway 
CHI. CN. Coney Island 
CHI. CN. Sky Battle 
CHI. CN. Twin Skeet 


RED BARON AMUSEMENTS 


118 SOUTHWYCK CENTER 


TOLEDO, OHIO 


(419) 865-8161 
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NATIONAL 
COMPANY 


wants to buy 
amusement arcade. 


Must gross 


$100,000 annually 
with good leases. 


WILL PAY CASH 


Write this magazine with details. 
DEPT. OC-1 
P.O. Box 24170 
New Orleans, LA 70184 


FOR SALE: American 12’ Rebound Shuffle Board with 


lights, pingate and scoring unit. Almost new and in 
excellent condition. $995.00. MODERN SPECIALTY 
CO., Madison, Wisconsin. Tel.: 608/256-0216. 


FOR SALE 


Seven one-year-old 
Philadelphia Toboggan 


25 cent play SKEE BALLS 


New Condition 
No Ticket Dispensers 


$7,000.00 
Call 305/463-2772 


products. 


ary history to: 
Dept. AO-1 
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FIELD SERVICE 
TECHINICIAN 


Previous experience in the electronic game field 
coupled with at least 2 years of college or technical 
school training qualifies you for this career oppor- 
tunity. The selected individual will be responsible 
for providing technical assistance and advice to 
our customers involved in the distribution of our 


Additional duties include writing operating and 
maintenance instructions, developing and review- 
ing parts manuals and interfacing with our engi- 
neering and marketing departments on special 
projects. Effective oral and written communication 
skills are essential. Travel required. 


In addition to a solid future with a recognized 
leader, you will enjoy an excellent starting salary 
and benefit program. For consideration please 
send resume or letter of introduction including sal- 


P.O. Box 24170 
New Orleans, La. 70184 


WANTED 

Control center and amplifier for Seeburg LS 1&2, 
Seeburg “R”, “J”, “AY”, & “OQ”, LPC-1, LPC-2, LS-3, 
Starfire, STD-1&2, USC 1&2, Shoot the Bear, all 
parts. Also, Rowe MM1-6, TR 1&2 Rowe, R-74 Rowe, 
Rock-Ola 442, 444, 446, 450, 454, 460, Wurlitzer 1015, 
1050, 3700, 3200 & 3600, 7500 jukeboxes, or any other 
phonographs. BALLY’S JOKR’S WILD, TWIN JOKER, 
8-Ball, Midway's Wheels 1 & 2 [need not be in 
working order, just all parts], Midway Space 
Invaders, Lguna Racer [upright], Racer #11 [small 
wheels]. Bally solid-state pinball. Bally Bow & 
Arrow, Williams FLASH. Atari's Indy 8, Super Bug, 
Football, & NSM Prestige 160, Prestige “E”, Century 
21, any Valley pool tables or bumper pool tables. 
WILL BUY ANTIQUE SLOT MACHINES. call or write: 
TAYLOR SALES, 2208 Deschaumes, Houston, TX 
77026. Tel.: 713/222-7747. 


Service expertly and reliably 
done on all coin operated 
games. Boards repaired, 

games converted, kits 
installed. Contract rates 
available. Arcades a 


specialty. Call by beeper 
212/687-5305 Unit 674 or write 


JACK GUARNIERI 
SERVICE COMPANY 
Box 155, Brooklyn, NY 11236 


“WANTED” 
Used A-1 or Sircoma Draw Poker games. Please call 
collect — 617/321-1742. 


IRISH DISTRIBUTOR looking to represent U.S. 
manufacturers. Manufacturers — we are your key to 
the Irish market. DEALGAN AMUSEMENT 
Ent. Ltd., Ramparts Dundalk, Co Louth, Ireland. 
Telephone 31600 & 31605. 


NEW! BELITA 


LIGHTWEIGHT PORTABLE 
COIN COUNTER 


NEW! BELITA 


LIGHTWEIGHT PORTABLE 
COIN COUNTER 


Manual or Electric 


° automatic stop 

° innexpensive 

* coin tray support 
° bag holder 

° fast 

° only 9 pounds 

° long lasting 


R.H. BELAM CO., INC. 
51 Madison Ave., 
New York, N.Y. 10010 
212/689-5633 


PINBALL & SOCCER TOURNAMENT MANUALS. 
Clearance sale of final issue to be published. While 
they last only $12.50 [includes shipping in U.S.—Plus 
$2.50 shipping outside the continental U.S.]. Over 60 
pages of everything you need to know about pinball 
and soccer game tournaments....Promotional Litera- 
ture samples...Registration forms....Rules....Public 
relations....News release samples....Call or write 
HERB GROSS & CO., 84 Edgerton St., Rochester, NY 
14607. Tel.: 716/244-3711. 


WANTED: USED A-1 or SIRCOMA DRAW POKER 
games. Please Call Collect — (617) 321-1742. 


CAROUSEL RIDES; KIDDIE RIDES. Coin operated 


rides for sale. Completely refurbished & ready for 
location. $250 up. Call or write. Box 8301, Greenville, 
SC 29604. Tel.: 803-233-5134. 


PINBALLS 


BALLY Evil Knievel 
BALLY Eight Ball 3) 
WILLIAMS Phoenix [2] 
ATARI Space Rider 
GOTTLIEB Pinball Pool 
STERN Trident 


RED BARON AMUSEMENTS 
118 SOUTHWYCK CENTER 
TOLEDO, OHIO 
(419) 865-8161 
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COUNT COINS FAST 


Coin Sorter with 
» Automatic Coin 
OH Feeder sorts, stacks, 
counts coins; does 
an hiour’s work in 
10 minutes. 
e Cuts tedious hand 
work 
e Sorts up to 500 
Coins per minute 
¢ Speeds roll-wrapping 
COMPLETE $89.90 
3-year guarantee on 
~ entire unit. Write for 
*s details or order now 
for 2 week free trial 


When you talk games, music, vending, you’re talking 
about money ... taking in more than you pay out. 
And that’s where World Wide helps you. Because we 
supply the world’s most popular, money-making 
games at lowest prices. 


Electro-mechanical and solid state flipper pinball 
and video games, phonographs and vending ma- 
chines ... you can improve your Return on Invest- 
ment if you use the convenient service, quick de- 
livery and extensive selection from World Wide. 
Terms: 1/3 dep.; bal. 


i ft. 

NADEX INDUSTRIES INC. WE ene 
DEPT. 17426 LAW WORLD WIDE 2730 West Fullerton Ave. 
Wey {\\Sewee : Chicago, Illinois 60647 
220 Delaware Ave. Buffalo, NY 14202 NJIBY distributors, inc. ? 321 /384.2300 
ON oe) tA Cable: GAMES-CHICAGO 


Write, call for complete list 


BUSINESS CLOSEOUT SALE. COCKTAIL TABLE 
VIDEO GAMES 21's, Blockbuster, TeleTennis at HITED EU Aon cil Weenie canis as Makanda. FOR SALE: Ticker-Tapes, Blue Chips, Wall Streets, 


astounding savings. Write: ACTION GAMES, 1118 WANTER: Experienced Arcade mechanic. Oceanside 
Ceape St., Oshkosh, WI 54901 or CALL [414] 235-2670 or Amusements, Inc., 24 N. Ocean Ave., Daytona 
426-1963 or 589-4182. Beach, Florida 32018. 


Stock Markets and Mystic Gates. Also Sweet 
Shawnees, Super Jumbos, Big Threes, Blue Spots, 
Mountain Climbers and OK Games. Antique slots for 
legal areas. Call WASSICK NOVELTY, morgantown, 


FOR SALE: Atari F-1, Crash & Score, Ramtek W.Va. Tel.: [304] 292-3791. 


Baseball, Midway Twin Guns, Rowe Cigarette of flippers, foosballs, pool, videos, jukebox and other 
Machines, Various Cocktail tables and over 190 games. Low prices. Tel.: (206) 242-9099: (206) 725-0277. 
Pinballs. L.T. TAYLOR SALES, 2208 Deschaumes, 
Houston, TX 77026. Tel.: [713] 222-7747. 


SA ee aes ede cree eee ee ee FOR SALE: Atari Breakout cocktail tables in excellent 
WE HAVE A LARGE SELECTION OF NEW & USED condition. $350 each. Telephone: 419/865-8161. 
arcade equipment. Also jukes, pool tables, shuffles 
& cigarettes. We deliver & accept trades. COIN WANTED: Antique coin operated arcade and 
MACHINE DISTRIBUTORS, INC., 213 N. Division St., gambling equipment. EDWARD G. ZELINSKY, 1333 
Peekskill, N.Y. 10566. Te.: 914/737-5050. Gough St., Apt. No. 12 B, San Francisco, CA 94109. 


MILLS- JENNINGS 
OF OHIO, INC. 
271 East 156th St. 
Cleveland, OH 44110 

216/486-7412 


Distributors for: 
A-1 Supply ( Sircoma) 
Reno, Nevada 


WILDCAT CHEMICALS and PLAY-MORE GAMES DISTRIBUTING 
join hands to introduce a new playfield cleaner to the market. 
Buy any pinball and receive one case of *150 or *250 FREE. 
Try this new remarkable playfield cleaner and polish. 
* Give new and old pinball machines a new shining look. 
Come and see this new cleaner at our booths. 


Draw Pokers, Dawg Race, 
Kenos, Black Jacks. 


decade tacge eg aed Football........... Joker Poker......... 795 


; : : sea Wolf........... 595 Smokey Joe....... 1095 Close Encounters.... 895 
Special price on quantity orders. Wheels............. B75. “Track i0u... sn 350 Dragon............. 795 
4in 1 Cocktail Tables. 450 Destroyer........... 595 Count Down....... 1225 
Jennings 25-cent Single Play CaSINO 21: 2 ascd aves 595 Sprint8........... 2390. -HOtHanGececs xs seo: 1095 
Credit Only Slot Machines, ze ial ee 250 a bles a ae 1195 eee Ee htt ain Soe 
oin Operate ynamo Foozba BONG cs icine naeen 1295 
$1895 FOB Cleveland Foot Vibrator..... 350 ( newincrate)..... 450 Stars ee eee ee 750 
Will take late Jukeboxes, Super Shifter Cleaner.395 = Dynamo Pool Table StiNGaVe<4 ia cucu s 700 
Pinballs and Antique Slots Car Polon..222 2 ieee 595 ( new incrate)..... VIS: PinDall o5:955:4.6 ma wae y 695 
ondiade Hustle Cocktail Table. 395 Star HAW id sec eeve ue 1350 Meteor............ 1695 
ZOO 2EFAD i's 36 wipes 695  Supersonic........ 1290" {COnbaCES 6:5 ives. ace 950 
Hit Me Cocktail Table. 495 Six Million$ Man... 1195  Phoenix........... 1195 
Tornado Baseball... . 450 PAAGON ick ede wn 1495 TimeWarp........ 1595 
VIDEO GAME LOGIC REPAIRS, M&B ELECTRONICS pence gait Never Ak ce ae a Pee ee pte regis Se anise tances ate 
De ioe Vo ee a 8 | eee ee C40 OMe. 66 6.83.4 Seats 5 
Seer BRIDGE CITY, TEXAS 7/611. Phone: DOZEN sig oe tee eb bas 995 Strikes & Spares..... O90 + FROGS 3, cs .axsauwcens 850 
; UII KV ONG 25:4 card dens 275 Eight Ballisvacneetsc3 750 = Panzer Attack....... 295 
Rock-Ola 452 Console 595 Sharp Shooter..... 1495 Gunfight........... 395 

Aa sre Console 795 Commando Double Play 

ock-Ola 
AUTO PHOTO, COIN OPERA- Console......... 1295 Demolition Derby 11498 Cocktail Table. .... 750 
TED AUTOMATIC PHOTO sae pi oes Foreign Legion Guided Missile....... 525 
; ock-Ola ystic 1595 Twin Rifle........ 295 Gunfight 

machines. We buy and sell. We Breakout........... 450 Speed Shift......... 395 Cocktail Tables. 595 


offer chemicals, photo paper 
and all parts. Shipments made 


New shipment of Moonbase cocktail tables ( like Space Invaders). 
Call for quote. 1/3 down, balance C. O. D. 


same day orders are received. 
Best prices guaranteed. 


Contact: Bob Snow or Maurice Terry at 
PLAY-MORE GAMES DIST. , INC. 
1121 E. Seminary Drive, Fort Worth, Texas 76115 
U. S. Wats Line: 1-800/433-2908 From Texas call: 1-800/772-2703 


HANNAH MFG. CORP. 
Waterville, N.Y. 13480 
Tel. 315/841-4112 
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News Briefs 


-The Second Annual International Coin Machine Trade Show 
dates are April 18-20 at the New York Statler Hotel, New York City. 
It's billed as an "all-inclusive vending machine trade show" and 
will feature merchandise vending, amusement games, jukeboxes, and 
coffee, cigarette, and drink machines, plus trade supplies. For 
further information about exhibits, tours, and package rates - 


contact Ben Chicofsky at 250 W. 57th Street, New York 10019..... 


.If you want a top name celebrity for a special promotion, 
sales meeting, or advertising campaign but wonder how to contact 
and negotiate with the star you have in mind - a service is 
offered by Sonny Hayes' Celebrity Center, which has new offices 
in Irvine, California. Celebrity Center is not an agent and is 
free to negotiate with the top celebrity or name-in-the-news from 
fields including entertainment, sports, business, politics, 
science, and industry. For more information, call: (714) 833- 


S077 or (213) 8o2-1836.. 


Southern California operators enjoyed Portale Automatic 
Sales' dinner party to introduce the Rock-Ola 480 Techna and other 
new products from the manufacturers they represent. Three hundred 


people attended this affair at the Los Angeles Holiday Inn...... 


Bally Manufacturing Corporation announced recently it has 
received an order for 948 slot machines from Harrah's Reno, Nevada 
casino. The slots will be used in conjunction with the expansion 


of the casino, and shipment is planned for before July 1. 
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‘S BANDIDO. 7< 


Surrounded by Bandidos, Attacked by Buzzards, You 
Must Rescue Your Sweetheart. 


\ 


e Attract mode 
e High score display 


e lor2 player 
e Bonus double score 


for rescue H 67.75 (172.085 cm ) 
e Extra relief sheriff W 25.25 (64.135 cm ) 
for 1500 points D 29.00 (73.66 cm) 


inc. 390 Java Drive, Sunnyvale, California 94086 Tel (408) 734-9410 Telex 357-499 
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VALLEY 


the NEW BIG CAT | BOOTHS 2027 36.36. 


a THE 
CE EP __PROVES IT! 


Undisputed in quality, unchallenged in holding — and increasing — 
collections. For years, these have been built in assurances in any 
coin-operated table carrying the Valley name. The new COUGAR 
continues this tradition of value, service and acceptability, to make it a 
still better investment with a new enlarged cash box; a new color 

(a long-wearing laminate in attractive bird’s eye maple-like finish); and a 
SO¢ push chute as standard. But the COUGAR’s greatest “plus” is the 
Valley name, a name which means a full commitment to satisfying the 
needs of our customers. This means leadership . . . this means Valley. 


VALLEY FEATURES; 
VALLEY VALUES 


@ PUSH CHUTE COIN MECHANISM 
50¢ play standard; 
25¢ and 35¢ play optional 


@ DROP CHUTE COIN MECHANISM 
25¢, 35¢ and 50¢ play 


@ Full set of quality cast-phenolic 
balls, and four Valley-made 
cues included 


@ Long-lasting cloth and 
professional gum rubber cushions 


Imported, precision-ground one-piece slate 
Durable, stylish chrome corners 
Easy-access clean-out door 

Four sizes to suit your needs 


THE VALLEY COMPANY 


Subsidiary of Walter Kidde & Company, Inc. 


SUPPORT THE 
ALL-AMERICAN 
BCA 
8-BALL 


an AMERICA 8 ae é 
KIDDE sais . 
CHAMPIONSHIPS 
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P.O. Box 656, 333 Morton Street, Bay City, Michigan 48707 COborARo!Senihas 


